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COOPERATION 


Cooperation is a watchword with the International Life Insurance 
Company, and— 
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| No representative of this Company need fear failure because of the 
lack of cooperation. 








“A Company 
willing to Pay 
the Price Required 


to Give Service” 


In other words, the International Life man wants for nothing in the 
way of salable policy contracts, service, sales aids and suggestions. 


It will pay you to investigate and give us an opportunity to impart to 
you our idea of service and cooperation. 


International Life Insurance Co. 


St. Louis, Missouri 


W. K. WHITFIELD, President DAVID W. HILL, Vice-President 
W. F. GRANTGES, Vice-Pres. and Gen’! Mgr. of Agents 
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MAN 


Who goes about his work with- rR KANSAS LIFE 
epresent the 


out a plan simply travels in \ 

circles; he gets nowhere and NANNY Insurance Company. Kansas Life agents co- 
fritt Rona ‘Sgpeee her \\\\ operating with this company are successfully 
ritters away mucn vaiuable \ showing Western citizens the wisdom of Life 
time. \\Y Insurance as an investment. 


ie you are in search of a Gen- \ If you reside in Kansas, Nebraska, South Da- 
eral Agency contract that \\ kota, Arkansas, Oklahoma or Texas and are 
provides a Plan for organized at present unattached, we have an agency con- 
selling and increased income, i tract that will be of interest to you. Write us 
then you should know about fully about your qualifications. 


our proposition. 


Write in confidence to MH Ghe 


\ REGISTER LIFE H | ] KANSAS LIFE 


INSURANCE COMPANY Insurance Company 


of TOPEKA 
ANSAS 


DAVENPORT IOWA 
“SINCE 1889" 
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; ag Round Out Your Service 
The Direct Agency System a Success Here’s a policy that will hack up every talk- 


ing point of company and service. Think it 


One Hundred Millions in Force er 


lny natura! death S 5,000 


THE COLUMBUS MUTUAL LIFE INSURANCE CO. | ‘ay acieaiae.. taaes 


‘ ‘ a crtam acc dei tc deathis = §,00 
The Third Ohio Company to Reach the Hundred Million Mark ee ee #eeatns one 
Accident Benchts ae a ->50 per IVeck 
( Non-cancellable) 


Ilso Disability Income, Watver 
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It took the first company thirty (30) years and the 
second company twenty-eight (28) years to accomplish 
what The Columbus Mutual has accomplished in nineteen i 
and a half (1914) vears. 


of Premiums, et 





Our business has all been written direct through our ALL IN ONE POLICY 
own agents. THE COLUMBUS MUTUAL HAS PASSED 
IN VOLUME FIFTY-SIX (56) COMPANIES ITS OWN 











AGE OR OLDER and only one younger company has more You can see how worthy such a contract is 
business in force which did not combine with or reinsure in the hands of a progressive agent and we 

















other companies. invite you to give serious consideration to 
the United Life “Policy You Can Sell.” 
“TWO HUNDRED MILLION IN ’32” There may be an opportunity in your town. 
HELP WRITE THE SECOND HUNDRED MILLION Our Vice-President, Eugene E. Reed, will 
tell you all about it. Write him direct—and 
directly. 
The Columbus Mutual Life | toa ppp p 
| Insurance Company I L I F E 
580 E. Broad Street, Columbus, Ohio AND ACCIDENT INSURANCE COMPANY 
C. W. Brandon, President D. E. Ball, Vice-President and Sec’y. Concord New Hampshire 
| fj Inquire! ll 




















THE HOME LIFE || ARE YOU THE MAN 


A Company of Opportunities | 
In a recent letter to the Agency Force, Ethelbert | Sioux Falls, rain Dakota? 


Ide Low, President of this Company, said: 


“I am ambitious that this Com- 


pany shall not only give to its \ Mutual, “Old Line,” Legal Reserve Company, 


well known in the Insurance world and operating on 





policyholders the ultimate in the Full Level Premium basis, has a genuine oppor- 
life insurance service, but that tunity for a man of proven worth. 

it shall be a good Company to This Company has had an agency in Sioux Falls for 
work for. I want it to offer to the past fifteen years and at the present time many 
the men and women associated hundreds of policyholders in that vicinity. 
with it the widest scope for the The man we want will take charge as General Agent 
exercise and development of for Sioux Falls. He will have had favorable selling 
their abilities and the oppor- | and practical Life Insurance experience. If you 
tunity to go just as far as those think your training and experience qualifies you to 
abilities and their ambition will handle such a position—write, fully stating your 


carry them.” qualifications. Your letter will be held in strict 
confidence. 
On Agency matters address: 
\DDRESS B67 
James A. Fulton NATIONAL UNDERWRITER 
Supt. of Agents ; 
1362 Insurance Exchange Bldg. 
256 BROADWAY, NEW YORK CITY 



































witas 





2 THE NATIONAL UNDERWRITER 





1.—O. K, Johnson—Ohio ?—F. F. Trotter—California 3.—E. J. Montague—Missouri 





18th Anniversary Campaign 


Results in greatest 
Anniversary Month in the history of the 


Business Men’s 
Assurance Company 


We are proud to present the pictures of the 20 men whose excep- 
a tional results in the Anniversary campaign enabled them to become 
contest winners in their respective states. 





6.—Don Adams—Arizona 





&—R. A. Nicholas—Colorado 

















10.—W. J. Pierce—Oklahoma 








At the close of 18 years in the Accident and Health business, the 
B. M. A. stands 11th among all companies doing a similar business 
in the U. S. A. in the amount of claims paid policyholders and their 
beneficiaries. $14,300,000.00 has been paid in claims since July, 1909. 


Entering the Life Insurance field in March, 1920, the B. M. A. now 
has a total of over $42,500,000.00 of life insurance in force. 


W. T. Grant, President Kansas City, Missouri 








14.~—A. H. Whittemore—S. Dak. 
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16—C. H. Nolan—Wisconsin 


17.—M. L. Padgett—Louisiana 














18.—A. B. Mortenson—Utah 19—J. G. Hooper—Kentucky 


| 
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9. -T. J. Tomlinson—Tennesse: 
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11.—C. E. Mitchell—IIlinois 





15.—L. G. Nokleby—Idaho 





20.—Tohn Merk, Jr —Nebraska 
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DISABILITY CLAUSE BIG 
TOPIC FOR CLAIM MEN 


Questions Discussed Interest Both 
Life and Casualty Company 
Representatives 


NEW PRESIDENT POPULAR 


Decide Against Issuing List of Medical 
Examiners Along Line of Insur- 
ance Bar List 


Discussions of the total and permanent 
disability clause in life insurance policies 
and the problems arising out of its use 
seemed to arouse more interest than any 
at the annual 
meeting of the International Claim Asso- 
both 
and 


other topic that came up 


ciation in Toronto last week, on 


the floor of the convention in the 


rte ] lobby 


While that topic is of primary interest 


conferences. 


life insur- 
ance company) 
representatives, 
much 


the 


ws so 


There 
in the handling ot 


total disability 
nd double indem 
itv cases, both in 
inderwriting and 
laim work, that 
is closely allied to 
the problems of 
the accident and 
calth business 
that the represen- 
tatives at those 
compatics were 
ilmost as much 


interested as the 
directly in- 
in writing 


classes of 


ones 
volved 
these 
business 
Lhe 2reater 
terest that is be- 
taken by the 
companies 11 
e claim angle 
their business 
since the more general adoption of the 
double indemnity and total disability 
evidenced by the fact that 
hile the International Claim Associa- 
tion a few years ago was composed of 
laim men from accident and health 
mpanies only, a large majority of the 
embership of the association now con- 


ts of life companies. 


ii- 


Ing 
life 


e} 





L. L. GRAHAM 


clauses is 


Che Claim Association as now con- 
stituted is probably the most compre- 
ensive and all embracing organization 

the insurance field today on the Amer 


ican continent, with a membership ex- 
tending trom the giant life and mul- 
tiple line casualty companies of the east 
through all the intermediate grades to 
the small nent accident and 
health associations and fraternals, ali 
on an equal footing in this association, 
and including practically all of the im- 
(CONTINUED ON PAGE 16) 





| “Underwriting ;” 


AETNA LIFE GENERAL 
AGENTS IN CONVENTION 


21 HOME OFFICE MEN PRESENT 


Instructive Program of Addresses Is 
Heard—Sessions Interspersed with 
Recreational Features 


HARTFORD, CONN., Sept. 22 
Genera! agents the Aetna Life from 
all parts of the United States and sev 
era! Canadian provinces met at Bilt 
more, N. C., Sept. 19 for their fourth 
annual conference. The meetings lasted 
through the week In addition to the 
70 general agents attending, about 20 
oficers and department heads from the 


ol 


home office were present. Several of 
these gave addresses, although much 
of the program was assigned the wet 
eral agents 
Most the subjects discussed 1 
lated to securing, training and super 
Vising agents, and to agency building 
Addresses were limited to 20 minute 
Following each one there were 15 min 
utes of open discussion 
President Brainard VPresides 
1 Tye rst sessiot Was held Mi la 
Hier wit! resident Morga I} 
Brainard in the chai Phe president's 
ddress ot wel connie Wits resie nak 1 
by N. E. Degen of Pittsbureh for the 
held Vice president Kendricl \ 
Luther. head of the aus departs 
gave the conterence Kevnote it Va- 
tollowed by S. F. Westhroot assistant 
treasurer, who spoke ot “NMortgau 
Loans.” The concluding address of the 
first day was given by Richard lL. Place 
issistant superintendent of agencies, 
whose subject was “Selection of Me 
Speakers at the Tuesday <ession were 
Friend L. Wells, general agent, Balt 
more; T. M. Searles, general agent, at 
vewark, N ] Elmer Al eV, general 
agent, San Antonio, Tex., and Paul D 
Sleeper, general agent, Washingtor 
D.C. Mr. Wells spoke on “Developing 
Quickly an All-time Organization,” M1 
Searles on “Sales Training and Supe: 
vision,’ Mr. Abbey on \ttracting 
Holding and Inspiring Men, Mr 
Sleeper on “Building Agency Lovalt 
Evening Session Held 
\t the evening session \W. H. Dallas, 


superintendent of agencies, presided 
Secretary James B. Slimmon spoke on 


Dr. E. K Root, med- 


lical director, on “Fundamentals of Our 
Present Medical Underwriting;” Assist- 
ant Secretary L. O. Kinne on “Policy 
Changes; Vice-president E. E. Cam- 
mack on “Group Insurance,” and Roland 
F. Fay of the home office agency de- 
partment, on “Agency Contracts.” 

ne session was held Wednesday 
[The afternoon was devoted to the an- 
nual golf tournament, in which a gen 
eral agents’ cup given by Vice-president: 
Luther was the trophy 


land E, 


Sales Demonstration Feature 


General Agent W. M. Hammond ot 
Ios Angeles presided at the business 
meeting. The first feature on the pro- 


gram was a sales demonstration by Gen- 
eral Agents S. T. Whatley of Chicago 
=. W. Baker of Detroit. General 
(CONTINUED ON PAGE 15) 


| ALBRITTON GOES WITH 
SOUTHERN STATES LIFE 


HEADS AGENCY DEPARTMENT 


Well-Known Dallas General Agent Re- 


turns to Home Office Company 


Work at Atlanta 

mer S \lbrittos Dallas lex 
manager of the Jefferson Standard Lif 
n that section, has been appointed man 
awe! agencies ot the Southern States 
Lite of Atlanta, Ga., and has been elected 
i vice-president. He will be financially 
interested in the company Mr. Albrit 
n will move to Atlanta about Oct. 10 
to take up his new connection. Com- 


pany home office work is no new thing 








ELVER Ss, 
Naeney Department, 
States Life 


ALEHITTON 


Heads Southern 


Vea? me Was cicctles Vice resident at 


1. Atter 


mpany 


11 vears 


issOciati th that cc as 


department ¢ went to 


with S 


of tts agency 
Dallas to form 
R. Weems, under 
Weems & Albritton 
Outstanding 
nesota 


mat 


a partnership 
firm name 
Weems is the 


the 


the 
Mr 
agent 
and ts 


general of 


Mutual Life 


lexas state 


ane 


Went with Jefferson Standard 


Phi 1924 when 
1 cCanie 
Standard 


partnership ended in 
manager of the Jefferson 
Life for territory He 
lhe ife imsurance business 
ter wraduating from North- 
Evanston, IL, in 
was with the 
Thorp, man- 
Life. Mr. Al- 


western Universit at 
1907 His st experience 
avency of Orville 
the Kansas City 
britton became assistant manager. 

Aside from his administrative ability 
he is a large personal producer. Since 
he hit his stride in Texas he has been 
producing $1,000,000 a year. He had 
|} the distinction of being president of the 

(CONTINUED ON PAGE 14) 
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DATE OF PRESIDENTS’ 





CONVENTION IS SET 


Archibald A. Welch, Phoenix Mu- 
tual Life President, to Preside 
at Meeting 


INVITATIONS ARE MAILED 


Leaders from Many Walks of Life 
Will Address Gathering in New 
York City, Dec. 8-9 


NEW YORK, Sept. 22.—Archibald A 


Welch, president of the Phoenix Mu- 
tual Life, has just been selected 
chairman of the twenty-first annual con 
vention of the Association of Life In- 
surance Presidents, which, it has just 
been announced, will be held at the 
Hotel Astor, New York, December 8-9 

\merica’s New Economic Frontiers 


Challenge to Business, Education 


nd Government,” is the central theme 


of the meeting The speakers wili in 
ce representat from the helds of 
nking, public utilities, railroads, edu 
ition and government, who will join 
with life msurance executives mn vari 
us discussions under the main theme 
All Life Presidents Invited 
Invitations are being mailed to the 
executives of all life insurance com 
| es of the United States and Canada 
to attend the convention The msurance 
( missioners of the various states and 


also are being invited 


Outl “w the scope of the convention, 
\inanauwe (score | Wight of the asso 
is sending the following letter 

he invitations 
«¢ conquest of frontiers is still a 
tn" and fascmating activity im 
America Remarkable as has been our 
progress, opportunities for further 
hievement are presented dail) To 
\ ilize the scope of coming oppor- 
unities, and to discuss the relation of 
life insurance to them, will be the pur- 


pose of the twenty-first annual conven- 
tion of the association. Therefore, with 
the thought of developing constructive 


contributions from present-day pioneers, 


j}the program will center on the theme, 
‘America’s New Economic Frontiers—a 
Challenge to Business, Education and 


Government.’ 
Pioneers Impel Change 


Historians credit American achieve- 
ment to the impelling force of the fron- 


| tier spirit. Pioneers in statecraft de- 
veloped new methods of government, 
attracting, by freedom of opportunity, 


| 


to the then sparsely populated land new 
forces to aid in the conquest of its nat- 
ural resources. Pioneers in education 
foresaw the need of universal knowledge 


and established the solid basis of our 
public school system. Industrial pio- 
neers, by substitution of the machine 


for human energy, increased the pro- 
ductiveness of man. Pioneers in busi- 
ness management, visioning the possi 
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bilities of large-scale industrial opera- 
tions, and aided by the frontier spirit of 
America’s agressive salesmanship, laid 
the foundation for our gigantic business 
development. 

“As we have conquered our geo- 
graphical frontiers, as we have struck 
out into new paths in business, govern- 
ment and education, new frontiers, par- 
ticularly new economic frontiers, have 
appeared. Conquest of these new fron- 
tiers will require daring, energy and 
vision at least equal to that of our pio- 
neers in the discovery and settlement of 
our lands. 


Stability Is Goal of Business 


“While enjoying abundant and _ in- 
creasing material prosperity, America, 
in common with the rest of the world, 
has not been free from variations from 
that stability of progress which advan- 
tages healthy business and best con- 
tributes to the general welfare of the 
population. To keep capital and labor 
continuously and profitably employed, to 
develop markets consistent with pro- 
ducing capacity, to avoid violent swings 
between prosperity and depression, are 
frontiers which business has yet to con- 
quer. These are a challenge worthy of 
our best effort. Thus our tasks grow. 

“The hardihood and energy of the 
pioneer are no longer sufficient equip- 
ment for the tasks of life. Unlike the 
pioneer, the individual is now confronted 
with problems far beyond his immediate 
personal concern. In our new order 
there is concentration of responsibility. 
Decisions involving large capital or the 
happiness of many persons must often 
be made by one man or a small group 
of men. Business and science are con- 
stantly in closer association These 
problems require men of special train- 
ing and long experience for their solu- 
tion. The public school, the college and 
the university lay the foundation upon 
which new skill is developed. Educa- 
tion daily faces new frontiers. 


New Demands on Government 


“The same fundamental principles of 
government laid down by our forefath- 
ers and successful in the administration 
of the original 13 states obtain today, 
but the demands on the machinery of 
government are vastly different. Our 
population has increased and our life 
has become more complex. In common 
with other phases of life, government 
faces new frontiers as each previous one 
is conquered. 

“New frontiers of business will be 
discussed by a banker of national repu- 
tation, who is a present-day pioneer in 
our great northwest; by the president 
of a large railroad system; by a leader 
in the widely expanding public utility 
tield and by representative life insurance 
executives. 

Educators to Speak 


“From the two coasts will come uni- 
versity presidents, distinguished for the 
individuality of their thought, to present 
the challenge of the new educational 
frontiers. Government will be repre- 
sented by a United States senator and 
two outstanding figures in the field of 
insurance supervision. From the north 
will come a Canadian speaker of inter- 
national reputation. 

“The sessions will be presided over 
by Archibald A. Welch, president of 
the Phoenix Mutual Life. An announce- 
ment of the complete list of topics and 
speakers will be mailed to you shortly. 
Luncheon will be served as usual, be- 
tween sessions, in the dining room ad- 
jacent to the convention hall, in order 
that members and guests may more 
readily take advantage of the pleasant 
personal contacts made possible by the 
convention.” 


E. C. Budlong in New York 


Vice-President E. C. Budlong of the 
Federal Life is visiting in New York 
for a few days after atendance at the 
foronto Health & Accident Conference 
last week, 

















IN ANNUAL CONFERENCE 


—_——_—_ 


GATHERED AT HOME OFFICE 


C. M. Hunsicker Named President of 
Leaders Club—Held Open House 
for Policyholders 


The annual convention of the Fidelity 
Mutual Life agency club was held at 
the home office in Philadelphia. Greet- 
ing was given the delegates both by 
President Talbott and Vice-President 
Frank H. Sykes, who presided at the 
several sessions. M. B. Medary, Jr., 
architect for the building and president 
of the American Institute of Architects, 
gave an interesting talk in the morning 
on the place the new head office holds 
as a composite part of the great Phila- 
delphia Parkway development. 


Leaders Club Officers 


installation of the 
Leaders Club was 


new officers 
marked by 


The 
for the 
an imteresting 


impersonation of an 


. 





CLAYTON M. HUNSICKER 
President Leaders Club 


aviator returning from Mars, and com- 
missioned by the Martians to inaugurate 
the following men into office: Presi- 
dent, Clayton M. MHunsicker, Phila- 
delphia; vice-president, Sidney Frank, 
Detroit; second vice-president, Glenn A 
Wilkins, Morrisville, Vt.; secretary, F. 
J.. Bettger, Philadelphia; treasurer, J. 
A. Tougas, Providence, R. I. The di- 
rectors were: J. B. Campbell, St. Louis, 
Mo.; Karl Collings, Philadelphia; R. C. 
Grimes, Topeka, Kans.; A. F. Wagner, 
Kansas City, Mo.; P. J. Grogan, Johns- 
town, Pa.; T. J. Danner, Pittsburgh, 
Pa.; J. M. Bloodworth, Los Angeles, 
Cal.; S. H. Gettis, Washington, D. C.; 
Lk. H. Schaeffer, Harrisburg, Pa.; Sol 
Lilienfeld, Atlantic City, N. | 

This dramatization of the formal in- 
stallation of the officers of the Leaders 
Club has always been a high spot in 
Fidelity convention programs, afiording 
a great deal of interest to the field men 
assembled. Clayton M. Hunsicker, the 
newly elected president, concluded the 
first morning session with an inspira- 
tional discussion of the wonderful op- 
portunities that lie in the field of busi- 
ness insurance for the young under- 
writer. 

Entertained Policyholders 

In the afternoon a reception and 
house warming was held for several 
thousand visiting policyholders and in- 
vited guests. A reception committee of 
about 25 of the junior department heads 
served as guides to conduct these vis- 
itors through the building and explain 
all of the interesting symbolism with 
which the structure abounds. On Wed- 
nesday evening an entertainment and 
dance was held at the head office audi- 
torium, which accommodates more than 





CONTINUES IN FRONT 


——e 


EQUITABLE OF IOWA AUGUST 





Almost 38 Percent of the New Business 
for the Month Came from 
Old Policyholders 





The paid-for production of the Equit- 
able Life of Iowa in August was $6,803,- 
175. This was a gain of 5 percent over 
August, 1926. Hoey, Ellison & Wendt 
of New York City led all agencies with 
a paid-for production of $531,500. The 
other leading agencies for the month 
were: G. U. Silzer, Sioux City; H. S. 
Sutphen, Pittsburgh; H. A. Hedges, 
Kansas City, Mo.; and R. H. Sheldon, 
Los Angeles. 


Wainwright Leads Personal Producers 


J. D. Wainwright of the New York 
City agency led all agents during August 
with a paid-for total of $200,000. Over 
$150,000 of this business was secured 
from old policyholders, which made Mr. 
Wainwright also the leader in business 
from old policyholders. Other leading 
agents in paid-for production were: 
Wilbur Loveland, Wichita; G. A. Jack- 
son, New York City; B. H. Deters, St. 
Paul, and B. S. Phillips, Los Angeles. 

The total paid-for business from old 
policyholders in August was $2,584,389, 
which was 37.9 percent of all business 
written during the month. The produc- 
tion for the first eight months of 1927 
discloses that 36.7 percent has been se- 
cured from old policyholders. 


400 people. The head office force pro- 
vided a number of unique musical num- 
bers. 

John A. Houston, Spokane, Wash., 
talked Thursday morning on “Life In- 
surance, What It Is and What It Does.” 
He visualized, particularly for the newer 
men in the business, the high place 
which insurance not only plays today, 
but will play in the future, in the lives 
of men. Thomas M. Green, of Balti- 
more, Md., speaking on the topic “The 
Rate Book, What It Contains and How 
to Use It,” showed the wonderful possi- 
bilities of the rate book as a sales docu- 
ment, and the vast amount of informa- 
tion which may be obtained from it 
other than the usual statistical data used 
by the agent. Among the sales talks 
was a practical demonstration of fulfill- 
ing needs, by B. F. Fraser, Jr., of 
Atlanta, Ga. A second interesting dem- 
onstration of this kind occurred on 
Thursday afternoon when Y. C. Calvert, 
of Columbia, S. C., gave his solution for 
the hypothetical case cited in the pro- 
gram. 

The Fidelity “Joy Dinner” was held 
on Thursday evening in the Rose 
Garden of the Bellevue Stratford Hotel. 


Short Sales Talks 


One of the most interesting portions 
of the Friday morning program was a 
series of rapid-fire five minute talks, a 
prize being given for the talk acclaimed 
by the audience as being best. This 
contest resulted in a tie between L. E. 


Wilt, Pittsburgh, Pa., and C. K. Gordy, 
of New Haven, Conn., both of whom 


were awarded a prize for their good 
work. 

J. Marshall Holcombe, Jr., manager 
of the Life Insurance Sales Research 
Bureau, was scheduled to speak on Fri- 
day morning, but owing to the illness 
of his son, was obliged to wire his in- 
ability to attend. F. V. Coville, Bridge- 
port, Conn., was scheduled to speak on 
the first part of the program Friday 
afternoon, and was also unable to attend. 
This resulted in the remaining features 
of the afternoon session being moved 
up to Friday morning. 

The Heron trophy, awarded for the 
greatest increase in cash premium set- 
tlements over the previous year, was 
won by T. J. Danner, Pittsburgh, Pa. 
The App-a-week medal, awarded to the 





TO GERALD A. EUBANK 


—__—. 


PRODUCER GUEST AT DINNER 





Former Aetna Life New York General 
Agent Given Splendid Testimonial 
by Other Life Men 





NEW YORK, Sept. 22.—A large and 
distinguished company, including many 
who journeyed here from distant cities 
for the occasion, attended the testimo- 
nial dinner given last week to Gerald A. 
Eubank, who recently resigned as New 
York general agent of the Aetna Life. 
The toastmaster was Harry Gardiner, 
general agent here of the John Hancock 
Mutual, who introduced various “char- 
acter” witnesses for the guest of honor 
as follow: 

Rear-Admiral C. P. Plunkett, under 
whom “Jerry” served in the late un- 
pleasantness; John S. Turn, resident 
vice-president of the Aetna Life; P. N 
Fraser, general agent here of the Con- 


necticut Mutual and president of the 
New York Life Underwriters Associa- 
tion; Henry Rosenfeld, general agent 
here of the Prudential; John W. Yates, 


general agent of the Massachusetts Mu- 
tual, Detroit, and Mr. Eubank’s former 
partner, Hugh D. Hart, now vice-presi- 
dent of the Penn Mutual Life. 

Among others present were Super- 
intendent Beha, Graham C. Wells and 
C. D. Connell, Provident Mutual; 
James S._ Fulton, superintendent of 
agencies, Home Life of New York: 
Julian S. Myrick, Mutual Life of New 
York; Ralph K. Hubbard, resident vice- 
president, Western Union Life; Paul R 
Wendt, Equitable Life of Iowa; Clin- 
ton Davidson, president, Estate Plan- 
ning Corporation; W. S. Warner, 
manager life department, Marsh & Mc- 
Lennan; Russell M. Simons, Home Life 
of New York; Robert L. Jones, R. C. 
Anderson and Ralph W. Sanborn, State 
Mutual; . Letcher, Equitable Life 
of New York; E. M. McMahon, life in- 
surance trust officer of the Equitable 
Trust of New York; Merrill Summers, 
New England Mutual, Boston; Dana 
Clarke, Penn Mutual, New Haven; Her- 


bert W. Jones, Canada Life; T. Mount 
Searles, Aetna Life, Newark; John C 
McNamara, Guardian Life; Ray Goe- 


wey and E. Muller, general agents here, 
Aetna Life; J. G. Late and R. A. Maier 
of the home office of the Aetna Life 


At the dinner C. C. Pritchard pre- 
sented Mr. Eubank with a white gold 
wrist watch in behalf of his “Aetna 


boys.” 





man who, writing at least 52 applications 
during the year on four or more sepa- 
rate lives in every calendar month, 
showed the highest percentage of de- 
livered and paid for business, was won 
by John S. Hayden, Shreveport, La 
Mr. Hayden, by winning this medal for 
the third consecutive year, gained per- 
manent ownership. A _ special App-a- 
week award was made to each of six- 
teen men whose continuous weekly 
production ranges from 56 to 260 weeks. 

On Friday afternoon the convention 
party split into two groups, the golfers 
going to the famous Merion Cricket 
Club course under the direction of the 
golf tournament committee and_ the 
larger group, of some 200 members, 
being taken on a sightseeing trip 
through Philadelphia. 

Saturday was given over to a man- 
agers’ conference, in which the more in- 
timate details of agency management 
were discussed by a number of speakers. 


Actuary, Manager Appointed 


The Provident Mutual has made 
Charles E. West assistant actuary and 
William FE. Creery assistant manager of 
the actuarial department, according to an 
announcement this week following 4 
meeting of the board of directors. 
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AT REGIONAL MEETING 


COVERS DISABILITY, AVIATION 





Vice-President of Connecticut Mutual 
Life Tells Educational Conference 
Company’s Underwriting Policy 


Harold F. Larkin, vice-president ol 
e Connecticut Mutual Life, made a 
ery able address on “Underwriting” be- 
re the company’s central regional edu- 
ational conference held in Chicago, 
Sept. 15-17. For the newer men in the 
central states organization the talk was 
particularly instructive, in that it 
wodied the company’s solution of the 
disability and aviation risk problems. 
‘A sound underwriting policy,” Mr. 
Larkin said, 
insurance as many persons as 
ossible, should protect the policyholder 
and should aid the agent. Liberality in 
idmitting risks may assist in obtaining 
usiness, but too much liberality may 
esult in a company’s writing risks who 
ill unfavorably 
and 


ts ot 


rience, also will work against the 





HAROLD F. LARKIN 


est interests of present policyholders. 


On the other hand, too much strictness 
vill hamper the agent.” 


Disability Practice Reviewed 


fhe speaker next reviewed the Con- 


| COLUMBIAN NATIONAL 


em- | 


“should admit to the bene- | 


affect mortality expe- | 


necticut Mutual’s practice on writing | 
the disability feature into policies. In 
view of the company’s having just 


adopted three waiver clauses for dis- 
ibihty, two of them embracing the in- 
ome feature, the review was important 
the assembled agents and general 
agents. Mr. Larkin detailed the classes 
people that are and those that are 
not good disability risks, among the sec- 
end classes placing musicians, artists, 
\riters, lecturers and other such pro- 
cssionals as are by the natures of their 
illings not continuously employed 
“What part is life insurance going to 
ke in the new field aviation?” he 
ext asked, and answered by saying 


ike ol 


Interest In Aviation Grows 


rransoceanic and other spectacular 
tights have in brief time aroused the 
orld to interest in all phases of avi- 
tion. But we cannot shut our eves to 
e hazards involved. Despite air-mail 
evelopment, fatalities in the service of 


ving the mail have been more than 
ufficiently numerous to indicate the 
sks. Flying is the most dangerous of 


j 


ll occupations.” 

Mr. Larkin stated that the Connecti- 
ut Mutual considers every aviation risk 
n its individual merits, but said the 
ompany places beyond consideration 
ose who generically named “flying 
ies,” the most hazardous of all 


nsies 


ire 
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HOLDS SILVER JUBILEE 


AGENCY CONFERENCE STAGED 
Company Has Made Notable Progress 
in All Lines in Its 25 Years 
of Existence 


BOSTON, MASS., Sept. 22.—The 


Columbian National Life celebrated its 
silver jubilee here last week It was 
just 25 years ago that the company 


opened its doors for the transaction of 
the business of life insurance. In con- 
nection with the silver jubilee celebra- 
tion the company held a business con- 
ference for its field force and had in at- 


tendance 150 representatives from the 
27 states in which the company is op- 
erating. The hours trom 9 a. m. to 1 


p. m. each day were devoted to business 
and the afternoons and even- 
ings given over to various amusements 


sessions 


Banquet Closed Conference 


rhe conference closed with a banquet 


which was attended by the field and 
home office staff. Speakers at the ban- 
quet were President Childs, First Vice- 
president and Comptroller Sears and 
the following general agents: Alfred C 
Newell of Atlanta, Frank D. Lombar ot 


Philadelphia, George L. Dyer of 
Louis and J]. W. Haughey of Topeka 
Important papers were read at the 
by various members of 
Among those taking an 
active part in the proceedings may be 
mentioned ¢ R. Harper of New York, 
Messrs. Wesley and Reid of Pittsburgh, 
Arnold Harmelin of New York, E. Jay 
Becker of Baltimore, S. L. Calechman 
of New Haven, Merle J]. Brown of 
Waterloo, Donald A. Johnston and 
Darl D. Mapes of Detroit and Adams 
S. Wagner President Childs, First 
Vice-president and Comptroller Sears 
and Second Vice-president and Secre- 
tary Brown, assisted by the other of- 
ficers, received and entertained tne 
guests 


ness sessions 


agency torce 


Has £210,000,000 in Force 


ts 


\t 25th year the com- 
$210,000,000 of paid 
business in force. Its annual premium 
is running at the rate of $6,000,000 a 
year while its total income is on a basis 
of about $8,500,000 per annum. The 
company now has over 65,000 policy- 
holders. Its capital stands as $2,000,000, 
and its assets have reached $35,000,000 
Its surplus to policyholders stands at 
$3,350,000, which places the company 
in the front ranks as to security stand- 
ing behind its policy contracts 


the end of 
pany has about 


aviation risks 
the amateur 
hunter 


These are the stunt flyer, 
enthusiast and the thrill 
Pilots also are ruled out 


Flying Is Business Practice 


“Business men,” he said, “are grad- 
ually turning to the plane as a time 
saver. Some are regularly making air 
trips for business reasons, all flying as 
passengers. Provided they fly in licensed 
craft over established airways, we will 
consider them as insurance risks.” 

In conclusion, he said that in writing 
men who fly, it is highly important that 
every detail of their flying activities be 
learned Unless complete information 
obtained the company may write a 
risk that later must be canceled, and 
refusal to issue is more satisfactory than 
cancellation 


1s 





To Observe Policyholders’ Month 


The Atlantic Life announces that it 
has selected October for its policyhold- 
ers’ month this year. Agents will be 
expected to visit every policyholder of 


the company during the month, render- | 


ing whatever service that may be ex- 
tended in advancement of the policyhold- 
er's interests. June was policvholders’ 
month last vear 





PILOT LIFE AGENTS IN 
SPLENDID CONVENTION 


MEMBERS WENT TO QUEBEC 

New Organization Is Established 

Promote Conservation of Business 
by Field Men 


The members of the Pilot Life 
Agency Clubs have returned from their 
convention, which was held at the 
Chateau Frontenac in Quebec rhe 
party first assembled at Rochester, N. 


Y., where they took steamer for a trip 
across Lake Ontario and down the St. 
Lawrence river to Quebec 

Iwo nights and a day were spent on 


board ship, a short business session 
being held on the ship \t this meet- 
ing Agency Manager T. D. Blair pre- 
sented T. L. Simmons of Rocky Mount, 
N. C., as president of the Pilot Club; J. 
W. Brawley, Greensboro, N. C. as first 
vice-president, and R. QO. Browning, 
Burlington, N. C. as second vice-presi- 
dent 1. W. Brawley was also imtro- 
duced as president of the Million Dol- 
lar Club, and R. C. Bunch of Statesville, 
as president of the Accident & Health 
Club rhe presidency of the $10,000 
Accident and Health Club was won by 
the 2) Henry Insurances Agency, 
Greensboro, N. ¢ 
App-a-Week (Club 

Whe Mr. Browning was introduced, 

tention was called to his remarkable 
record in the App-a-Week Club He 
bee member of this for 663 
‘ A> () cTs who receive special 
ment for good records in the App-a 
Week Club were W. R. Bennett, with 
i4 weeks, ( M. Duke with 113 weeks, 
( R. Webb, with 101 weeks, B. L. 
Williams, with 80 weeks, E. O. Wie- 
land, with 65 weeks and R. M. Jackson 
with 54 weeks 

At the first session in Quebec J. G. 
Parker of the Imperial Life of Toronto, 
president of the American Institute of 


Actuaries, made a talk on conservation. 
‘Distribution of Life Insurance Estates” 
was discussed by T. D. Blair, and a dis- 


cussion on the subject of “New Business 
trom Old Policyholders” was led by 
Arthur Watt, secretary of the company 

At a luncheon the members were de 
lighted with an address delivered by R 
R. Cunningham, sales director of the 


Osborne Company, Newark, N. J. 


Talks Were Given 


the third business session the sub- 


ject of “Financing Your Business” was 
discussed by E. J. Stoker. “Health Con- 
servation” was the subject of an ad- 
dress by Dr. L. A. Riser; Dr. H. F. 
Starr, medical director, spoke on “Non- 
Medical Selection,” and W. W. Alder- 
man, underwriter, made an instructive 
talk on “Claim Adjustments.” 

\t a luncheon on the last day, Vice- 
President H. B. Gunter announced that 
the next agency convention is to be held 
in Greensboro, the home town of the 
Pilot Life Mr. Gunter promised that 
the company’s new home office building 
will be completed and ready for inspec- 
tion at the meeting 


( 


\t 


MeAlister Clan Organized 


rhe outstanding event of the Pilot 


convention was the orgay’zation of what 


is known as the McAlister Clan. It is 
the outgrowth of the company’s work 
along conservation lines 


The charter members of the McAlister 
Clan included nineteen agents, the mem- 
the company’s executive com- 
mittee, and the superintendent of agents 
in charge of conservation. P. G. Cosby 
of Lynchburg, who had the best per- 
sistence record any Pilot agent dur- 
ing the past club year, was made 
chieftain of the clan His persistence 
ratio was .962 Membership in the 
McAlister Clan is based on membership 
in the company’s Pilot Club and a per- 
sistence ratio of 80% or better busi 
coming first renewa 


bers of 


‘ 
Or 


on 
! 


ne<ss« un tor 
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|} 000,000 insurance 


| gone abroad for an extensive trip 


LEE IS THE NEW HEAD 
OF OCCIDENTAL LIFE 


ROSLINGTON HAS 


RESIGNED 


L. J. Cortright Becomes the Actuary 
and General Insurance Man of 
the Raleigh Company 


George Roslington has retired as vice 
president and actuary of the Occidental 
Life of Raleigh, N. C. Mr. Roslington 
started with the Occidental Life when 
t ) ated at Albuquerque, N. Mex., 
19 years ago. Early this year he an- 
nounced that he would soon retire from 
active service. The company has $27,- 
in force. Lawrence F 
Lec the new man in control of the 
company. He the son-in-law of the 
former president, A. B. McMillen, whom 
he succeeds as president. Mr. Lee i 
an Albuquerque attorney. He formerly 
solicited life insurance for the Pacific 
Mutual Life, being connected with the 
I. B. Swencker agency in Albuquerque 
He graduated from the University of 
New Mexico in 1910. Mr. Lee has been 
general counsel for the First National 
\lbuquerque for some time 


18 


is 


18 


Bank of 





GEORGE ROSLINGTON 


He served as general counsel for the 
Occidental Life and has been on its 
board for a number of years. For the 
past year and a half he has been the 
active vice-president 

J. Cortright, who has been con- 
nected with the home office of the Aca- 


cia Mutual Life of Washington, D. ¢ 

has resigned to go to Raleigh to be 
come the actuary and insurance manager 
ot the Occidental. Mr. Roslington has 
Mr 


Cortright is a man of wide experience 


in life insurance, having formerly been 
connected with the Old Line Life of 
Milwaukee and other companies 





Labor Men Rap Insurance Companies 


Charges that old line insurance com 
panies had much to do with the defeat 
of legislation favored by labor organ 


izations at the last session of the Illinois 
general assembly were made by Presi 
dent Walker of the Illinois Federation of 
Labor at annual convention in East 
St. Louis Sept Mr. Walker par 
ticularly blamed the insurance companies 


its 


16 


for the failure of the general assembly 
to enact an old age pension act 

G. W. Perkins, a delegate from Chi- 
cago, said that insurance companies have 


iccumulated a surplus of $9,000,000,000 
which is being invested in industrial and 
banking enterprises hostile to labor. 
The organization passed a resolution 
calling upon all members of organized 
labor bodies in the state support in- 


surance friendly to organ 
ere 


to 
companies 
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PAUL REVERE 


wouldn’t ride a horse today if setting out upon 
a mission demanding speed and certainty. Yet 
a great many present day life insurance salesmen 
are employing old and out-of-date vehicles of 
production. 


The American Central helps its salesmen with 
modern sales aids---up-to-date vehicles of pro- 


duction— 

1. A Prospect Survey that absolutely climinates 
“suspects”—the lost motion of selling. 

2. An aggressive, highly-successful Direct Mail 
Service that literally MAKES the sale. 

3. A Personal Proposal for each client—lending in- 


dividuality and riveting attention to the presen- 
tation. 


4. 24-Hour issuance of policies—the outcome of effi- 
cient handling of new business in the Home 
Office. 


5. A first premium note-financing plan for those who 
demonstrate their eligibility to credit. 


6 Experienced Home Office cooperation in keeping 
business in force, making the policyholder a 
friend and a prospect for ‘nore insurance. 


00 


RENEWALS are not terminated by disability, 
death, or retirement from the life insurance busi- 
ness, and may be easily earned under American 
Central appointments—every one of which is 
direct with the Home Office. 


ESTABLISHED 


AMERICAN CENTRAL 
LIFE 


INDIA 
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IN. M. DeNEZZO TALKS 
ON HOLDING BUSINESS 


| ADDRESSES GENERAL AGENTS 

Speaker Tells Hearers That Though 

Conservation Follows Original Writ- 
ing, It Is Highly Important 


Conservation, of which every life in- 
surance man has heard much in the last 
few years, was the subject discussed by 
N. M. DeNezzo of the home office life 
agency department of the Aetna Life at 


the company’s recent general agents’ 
conference at Biltmore, mn. G. 

“Conservation,” Mr. DeNezzio said, “is 
second in importance in the life insur- 
ance business only because it must 
necessarily follow creation of business. 

Lapses Lower Income 
=_ 


“On first year business you as general 
agents do not make money. If no effort 
is made to conserve the business after 
the first year, your income is of course 
materially effected. Your prosperity de- 
pends on a low lapse ratio. 

“Term insurance is purchased by two 
classes of people. First, by those who 
recognize the need of a larger amount 
of protection but whose finances do not 


enable them to buy ordinary life or other 
forms calling for higher premiums. 
second by those who buy it without any 
clear conception of the nature of the 
contract, nor of the necessity at a later 
date of converting it to a permanent 
form. 
Termination Ratio Too High 
“It is apparent that the lapse ratio 
must be heavy in the second class 
Nevertheless the termination ratio on 
term imsurance in general is higher 
than it should be. If term insurance is 
not handled properly, or if it is neg- 
lected aiter it is placed, it is a poor class 
of business. The agent's duty is to 
emphasize that it is only temporary, 
} and that he will be around on the an- 


niversary date to give it his personal 


| attention. 


| tempt to 


“Many 


side with 


not 
matters 


of our general agents do 
the home office on 
involving rewriting old business, and 
few seem to practice it on their own 
personal policyholders. We occasionally 
find cases in which an applicant has had 
six or eight different policies in as many 
years. Such cases illustrate two points 
—First, that the applicant is not a good 
risk in that he is not persistent; sec- 
ond, that he has not received good 
service or his lapses would not have 
been so frequent. 

Twisting Forestalled 


“In our application we ask ‘Is the in- 
surance applied for intended to take the 
place of insurance carried with any other 
company? Whenever this question is 
answered in the affirmative, issuance of 
the policy is delayed until we com- 


municate with the company involved, 
thus giving that company time to get 


in touch with its policyholder in an at- 
conserve the business. Our 
purpose in so doing is to discourage any 
attempt at twisting by Aetna agents 
“‘Not Taken’ policies constitute 
«another waste of life insurance. This 
is even more stupendous than first-year 
lapses. The cost of writing the policy 
is as high as that of lapsed policies. 
This expense however, is not offset by 
cash payment of the initial premium. Of 


the ‘Not Taken’ 


course, evil will never 
| be entirely eliminated, but it can be 
minimized by agents’ making it a prac- 
tice to sell on a cash basis 


Two Phases to Program 


“To carry out a successful conserva- 
tion program, two important aspects 
| must be given serious consideration. 
First of these is prevention of lapses 
and second, securing reinstatements. 
| Too many of our agents labor under 


the false impression that they have fully 
discharged their duty when they deliver 
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INVESTMENT SECTION 
MAY BE ORGANIZED 


STUDY FINANCIAL PROBLEMS 
American Life Convention Will in All 
Likelihood Provide Another 
Membership Service 


for 


lt is taken as a foregone conclusion 
that at the forthcoming annual meeting 
of the American Life Convention, steps 
will be taken to organize an investment 
section similar to the medical and legal 
sections now conducted by the conven- 
tion. These two sections have been par- 
ticularly helpful. Inasmuch as member 
companies have grown considerably and 
find their investment problems more 
complex, there is need for a section that 
will devote itself largely to questions 
surrounding the investment and _ han- 
dling of funds. 

It was hinted earlier in the season 
that an industrial section might be or- 
ganized to take care of the industrial 


companies whose problems are peculiar. 
Some companies are very fiuch in favor 
of organizing a section of this kind, 
while others seem to feel that a sep- 
irate association would be wiser. There- 
fore, this particular issue has not crys- 
tallized. 


the policy and collect the first premium 
This is a fallacy, because the service of 
lite insurance is just then beginning. 
The aggressive high-pressure agent 1s 
citen likely to forget this fact in his 
zeal for new business. Agents should 
be impressed with the fact that renewal 
commissions are paid them for servicing 
old business; that it is their obligation 
te look after old business to see that it 
is renewed and reinstated when lapses 
unavoidably occur. 


“The individual lapse ratio for a com- 
pany such as the Aetna should not ex- 
ceed 6 percent. Every effort should be 


made to reduce the first year lapse ra- 
tio to 10 percent or less, the second year 
5 per cent or less and after that 3 per- 
cent or less. 

“The future of the institution of in 
surance depends on maintenance of a 
clientele of fully satisfied policyholders, 
and on that same structure depends the 
future of general agents and agents who 
have chosen insurance as their career.” 





Out to Break World’s Record 
Jack Neil, general agent with the Na- 
tional Fidelity Life of Kansas City, has 
set a high goal for himself in October. 


Mr. Neil proposes to write 1,000 life 
policies during that month, a_ goal 
which is 269 higher than the present 
world’s record held by Joseph Skrinar 
of Joliet, Il. As a feature of the cam- 
paign the National Fidelity Life is of 
fering a standard life insurance policy 
for children during the 30 days of the 


contest, which gives a $500 coverage at 


the rate of 12 cents a week, payable 
quarterly. Although the campaign does 
not start until Oct. the introductory 
advertising campaign has been inaugu- 
rated with a full page ad in a Kansas 
Citv paper 
Open pone School 
LINCOLN, Neb., Sept. 21.—The 


Bankers Life of Nebraska will open its 
school of study and instruction for new 
agents at its home office in Lincoln 


beginning the first term on Oct. 3 and 
the second one on Nov. 20. Field Direc 
tor A. B. Olson is in charge of the 
work, and is calling upon the district 


agents to supply the new material. Mr 
Olson is also planning to offer a short 
course of five days at various agency 
cities, foliowing an experience at Chi- 
cago recently, where the short course 
offered drew a number of new men 
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“out INDICATIVE 


Go back of the show window and you find the shop. 
Usually, the store lives up to what the window leads 
you to expect. 


Advertising is a window. It is indicative of 
the company using it. If the advertising is 
attractive, aggressive or progressive you may 
reasonably expect the company to be likewise. 


Many have commented on the 
Peoples Life (Illinois) adver- 
tising. Have you, too, liked it? 
Please give us your opinion. 


THE PEOPLES LIFE (ILL.) 


> a . ADVERTISING MAN. 
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130 N. Wells St. Chicago 
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Is it any wonder that, measured by 
usual standards, Nylic agents are 


They Talk the Same 
Language... 


Nothing contributes more to the development of 

efficiency in any organization which appeals to 
the public, than a clear understanding between rep- 
resentatives in the field and Home Office Executives. 


In a life insurance company, the Home Office must 
know the agent’s problems, if they are to be dealt 









with fairly and effectively. 


I Nylic Agents have no difficulty in making their 
field problems understood at the Home Office. 


q And this is not strange; for the majority of the 
Executive Officers, including the President, have 
had practical experience in field and Branch Office 
work. 


¢ So they “talk the same language”—field men and 

And you don’t hear Nylic 
Agents saying, “Our officers can’t get the agent’s 
point of view because they have never had field ex- 


executives alike. 


perience.” 


Common experience begets mutual understanding 
which in turn begets confidence; and confidence 


begets strength. 


There is probably no life insurance company be- 
tween whose Field and Home Office there exists a 
more frank and cordial relationship, due largely, no 
doubt, to this sympathetic bond of common experi- 


ence. 





and happy? 


NEW YORK LIFE INSURANCE COMPANY 


DARWIN P. KINGSLEY, President 
346 BROADWAY, NEW YORK 
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The Life Insurance Company of Virginia 


Incorporated 1871 


Insurance in Force, Over Three Hundred Million Dollars 
Payments to Policyholders in 1926, Over Three and One-Half Million Dollars 
Total Payments to Policyholders Since Organization, Over Forty-Three Million Dollars 
BRADFORD H. WALKEPF 
Presid 


OHN G. WALKER 


Admitted Assets, Over Fifty-One Million Dollars 


hairman of the Board resident 














“Easy 
buyer 


to 
of * 


! 
“Easy Lessons in Life Insurance.” 
National Underwriter Company, 


read, easy to digest, easy to remember, easy to put at work making dollars for me’—thus writes a 
& text and review book with quiz supplement. §13.5¢ The 
& 


1362 Ineurance Exchange, Chicago 
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UNDERWRITER 


\. Ww. -SCHERR Is PRESIDENT 
OF H. & A. CONFERENCE 


APPROVE NEW POLICY FORMS 





Offer by Advertising Conference for 
Public Relations Survey Accepted 
—Changes in Constitution 





NEW OFFICERS ELECTED 


President, J. W. Scherr, Inter-Ocean 
Casualty. 

First Vice-President, J. 8. Irish, lowa 
State Traveling Men’s. 

Second Vice-President, 
Barnes, Sentinel Life. 

Secretary, C. Norman Green, 
Casualty. 

Chairman, Executive Committee, W. 
W. Powell, Southern Surety. 

New Members, Executive Committee, 
H. G. Royer, Great Northern Life; H. H 
Shomo, American Casualty (reelected); 
Sam C,. Carroll, Mutual Benefit Health & 
Accident; W. T. Grant, Business Men's 


Assurance. 


Frank L. 


Hoosier 


Definite action on several important 
matters marked the 26th annual con- 
vention of the Health & Accident Under- 
writers Conference, held in Toronto last 
week, probably the most notable being 
the decision to request a survey by the 
Insurance Advertising Conference on 
methods of improving public relations 
for the health and accident business and 
the giving of the final approval of the 
conference to the suggested uniform 
phraseology for several of the important 
provisions of the accident and health 
policy form. 

The action in regard to the public re- 
lations survey followed an offer to the 
conference to conduct such a survey, 
made by Clifford Elvins, advertising 
manager of the Imperial Life of Canada 
and president of the Insurance Adver- 
tising Conference. 

Scherr Is President 


J. W. Scherr, president of the Inter- 
Ocean Casualty, who was elected presi- 
dent of the conference, is one of the 
veterans of the organization. It has 
always been the custom to advance the 
retiring chairman of the executive com- 
mittee to the presidency, but this year 
T. Leigh Thompson, vice-president of 
the National Life & Accident, who has 
served in that capacity for the past year, 
refused to allow his name to be pre- 
sented for any office, on account of the 


| recent death of his wife, and this neces- 


sitated another selection. 

The proposal to hold but one meeting 
a year hereafter, which was referred to 
a special committee at the Chicago 
meeting last spring, was voted down 
after an adverse report had been sub- 
mitted by that committee, of which 
George R. Kendall of the Washington 
Fidelity National was chairman. It 
was decided, however, to make the mid- 
winter session strictly a business meet- 
ing, covering not more than two days, 
and to eliminate all entertainment fea- 
tures, including a formal banquet. 


Mutual Section Abandoned 


The Mutual Section, once an impor- 
tant feature of all conference meetings, 
but which has done little for several 
years except to elect officers, passed out 
of existence at the Toronto meeting with 
the adoption of an amendment to the 
constitution proposed by E. J. Faulkner 
of the Woodmen Accident, eliminating 
the article under which the section had 
heretofore functioned. 

Another amendment to the constitu- 
tion was adopted on recommendation 
of the by-laws committeeg, of which C. 
O. Pauley of the Great Northern Life 
is chairman, under which past presidents 
will no longer be ex-officio members of 
the executive committee. The treasurer 
was also dropped from the executive 
committee, inasmuch as the office has 
now been combined with that of the 
executive secretary, who is an employe 
of the conference and not an elected 
officer. 


Aside from the annual address by 
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COMPLETE SURVEY OF 
TAXATION IS PUBLISHED 


REPORT IS BEING MAILED OUT 





American Life Convention Gathers and 
Issues Data on States’ Methods 
of Collecting Revenue 





A complete and comprehensive survey 
of the premium taxes collected from 
life insurance companies by the various 
states has just been completed by the 
American Life Convention. A report of 
the survey is being sent to the 141 life 
companies in the United States and Can- 


ada that are affiliated with the con- 
vention. 
The survey is the result of many 


weeks of study of the insurance laws of 
the 48 states, and is the first complete 
check ever undertaken—being revised to 
the date of issue. 

Taxation Varies 

The digest shows wide variance in 
taxation by the several states. For in- 
stance, it reveals that 43 states have re- 
taliatory provisions in their insurance 
laws, but in three of the states the re- 
taliatory sections are not applicable to 
taxes. There are five states without re- 
taliatory laws. The District of Columbia 
is also without such a measure. 

The American Life Convention also 
found that 2 percent is the favorite tax 
rate on foreign insurance companies, 
since 24 states charge that rate. Five 
charge 1% percent, six charge 2% per- 
cent and three 2% percent. However, 
in many of these states many deductions 
are permitted that materially reduce the 
net amount of taxes paid by the foreign 
companies. 

Some Deductions Liberal 


Ohio, Indiana and Texas charge a 
3 percent tax, but in Indiana and Texas 
the deductions permitted are much morc 
liberal than in Ohio, so that state is 
the most drastic so far as taxation is 
concerned. In addition to the very high 
state rate, it also permits its munici- 
palities to place additional tax burdens 
on companies operating in the state. 








President W. T. Grant of the Business 
Men’s Assurance, which was a com- 
prehensive review of the year’s develop- 
ments and present day problems of the 
business, the program was devoted en- 
tirely to round-table discussions, each 
introduced by a prepared paper. Most 
of these papers were exceedingly valu- 
able contributions to the literature of 
the business and several of them were 
ordered printed and distributed to mem- 
bers of the conference. The subjects 
considered were: “Claims Rejected,” 
introduced by Thomas F. Hickey, super- 
intendent of claims, Metropolitan Life; 
“Claims Paid,” L. L. Graham, chief 
adjuster Business Men’s Assurance; 
“Agency Organization and Manage- 
ment,” E. J. Faulkner, president Wood- 
men Accident; “Over-Insurance,” E. C. 
Budlong, vice-president Federal Life: 
“Termination of Policies by Company,” 
James F. Ramey, secretary Washington 
Fidelity National; “Underwriting,” W. 
x. Alpaugh, vice-president and secretary 
Inter-Ocean Casualty, and “Collection 
of Renewal Premiums,” C. Norman 
Green, assistant secretary Hoosier Cas- 
ualty.” 


Wilson Gets the Agricultural 


Agricultural Life of 
Bay City, Mich., has been purchased by 
Massey Wilson and the Insurance In- 
vestment Corporation of St. Louis. Two- 
thirds of the stock have been acquired. 
Lloyd Damron, who was formerly con- 
nected with the International Life wher 
Mr. Wilson was president, has gone to 
Bay City to represent the new owner. 
The company has $17,078,598 insurance 
in force. It is stated that for the time 
being there will be no change in the 
official personnel. 


Control of the 
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A FINAL TEST OF LEADERSHIP 


““TQOR the most part, they were without arms and without discipline.’ In that tragic 
line, history pays eloquent tribute to the courage and the faith of the ten thousand 
men who followed Peter the Hermit in 1096. 

Beyond the Bosphorus, those carly crusaders were massacred rather than defeated. 
Bravely — and blindly — they had relied upon the “might of being right” 

Three years later, a victorious host under the leadership of Godfrey of Bouillon rode 
through the: gates of Jerusalem. The reason for their success lay in the fact that they 
had been carefully selected, fully equipped, and thoroughly trained 

And what of the MODERN CRUSADERS — those upright men who, through the 
insurance business, are devoting their lives unselfishly to the service of their fellow-men? 
Must their future depend solely upon their own resources or are they to be assured the 
quality of leadership that makes good men better — and makes fighting men invincible? 

Representatives of the Phoenix Mutual are carefully selected for the services they are to 
render. Fair play demands that no man be asked — nor permitted — to undertake what he 
cannot possibly do. 

Next, our men are provided with unusually complete equipment. And finally, they are 
thoroughly trained in our Home Office school of salesmanship 

In other words, the Phoenix Mutual is keenly aware of the responsibilities of leadership 
And to its own men, its program of preparedness has become a guarantce of success that in- 
spires continual confidence. 


PHOENIX, MUTUAL 


LIFE INSURANCE CQMPANY 


HOME OFFICE HARTFORD, CONN 





MODERN CRUSADER 
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THE NATIONAL UNDERWRITER 




















OUR RECORD 


Speaks for itself. Note the substantial in- 
crease in each item during the last half 


decade: 

YEAR 

1922 $ 6,985,753 
1923 8,313,834 
1924 9,689,029 
1925 11,218,930 
1926 13,036,598 


ASSETS NEW BUSINESS IN FORCE 


$52,236,560 
58,965,532 
66,514,076 
74,476,527 
84,447,962 


$ 9,939,870 
10,931,742 
12,669,799 
13,958,741 
16,278,354 


General agents who are substantial per- 
sonal producers wanted in Illinois, Indiana, 


Michigan, 


Pennsylvania, New Jersey, Vir- 


ginia, Maryland and West Virginia. 


THE MIDLAND MUTUAL 
LIFE INSURANCE CO. 


COLUMBUS, OHIO 






































HOME OFFICE 
F. & M. BANK BUILDING 


Southern Union Life 


FORT WORTH, TEXAS 


J. L. Mistrot 
Preattent 





Builders 


Our principal strong point is 
the will to give a service which 
will be appreciated by our own 
staff and respected by others. 


Operating in the States of 
Texas and Oklahoma, the 
Home Office is able to render 
a type of personal service to 
Agents that is unbeatable. 
Writing all modern policy 
forms, the Company offers 
choice territory to Agents of 
ability. 


ofc 


Tom Poynor 
Viee- President 























CENTRAL TRUST CO. HAS 
ADOPTED UNIQUE PLAN 


EMPLOYES ARE BENEFITTED 


Get Permanent Paidup Insurance When 
They Reach the Age For Retire- 
ment From Service 


The Central Trust Company of Chi- 
cago has adopted a unique plan of 
insurance for the benefit of its em- 
ployes. The details have just been 
completed, although the _ imsurance 
coverage has been in force for several 
months. It is underwritten by the 
Travelers. 

The plan adopted not only covers the 
employes during the period of service 
but, after the plun has been in operation 
for some years, each employe reaching 
retirement age will become entitled to 
permanent paid up ansurance. This 
teature distinguishes the plan from the 
usual type of group insurance. 


Werk Out Benefit System 


Through a number of years, the 
Central Trust Co., has been carefully 
working out and perfecting its system 
of employes’ benefits. When this bank 
adopted its pension plan about 15 years 
ago, an actuarial survey was made and 
the plan was established on a calculated 
basis. The Illinois Pension Laws Com- 
mission in its report in 1919 mentioned 
this fund alone as an example of private 
pension fund in Illinois with contribu- 
tions on an actuarial basis. 


Comprehensive Survey Made 


President Jos. E. Otis of the Central 
Trust at that time was a prominent and 
active member of the police pension board 
appointed by Mayor Busse of Chicago, 
to extricate that pension fund from the 
unfortunate condition into which politi- 
cal control had brought it. This board, 
composed of eminent bankers, caused 
a thorough actuarial study and report 
to be made—the first valuation of a 
pension fund in Illinois. This work 
was done by Henry R. Corbett of Chi- 
cago, whose report aroused much in- 
terest on the part of citizens interested 
in public pension funds. Among these 
was Congressman Hull, then a member 
of the state senate. At the next session 
of the legislature, the Illinois Pension 
Laws Commission was created to make 
a comprehensive study of the whole 
question. These studies were made 
chiefly by members of the faculty of 
Armour Institute and the University of 
Illinois. Rufus C. Dawes, who was then 
and is still a director of the Central 
Trust Co., was a member of this com- 
mission. 

Vice-President Dawes’ Views 


“We have carefully studied this 
cuestion for several years,” says Vice- 
President Wm. R. Dawes of the Cen- 
tral Trust Co. “The essential new 
feature of our employes’ § insurance 
plan is based upon the relation of group 
insurance to old age retirement. The 
purpose of a pension plan is to solve 
the old age retirement problem. The 
Management of a ponte te se finds it 
embarassing when, in the interest of 
efficiency, an old and faithful employe 
must be separated from his salary. 


Gets Paidup Insurance 


“We found that group insurance of 
the prevailing type, terminating when- 
ever an old employe retires from ser- 
vice, actually aggravates this problem 
instead of aiding to solve it; because 
the old employe loses at the same time 
both his salary and his insurance. On 
the other hand, if the group insurance 
is so written that at retirement age an 
employe with sufficient service receives 
permanent or paid up insurance, then 
the insurance, instead of accentuating 
the old age retirement problem, would 
aid materially in solving it.” 

The details of the underwriting were 
worked out and negotiated by the 
bank’s consulting actuary, H. R. Cor- 
bett. 
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PAN-AMERICAN LIFE E’S 
AGENCY CONVENTION 


MEETING AT FRENCH LICK 


Seven People From the Home Office 
Were Present and Gave 
Interesting Talks 


The Pan-American Life of New 
Orleans held a successful convention at 
French Lick Springs, Ind., at which 
nearly 200 attended from Alabama, Ar- 
kansas, California, Florida, Georgia, IIli- 
nois, Indiana. Kentucky, Mississippi,, 
Minnesota, Missouri, North Carolina, 
Ohio, Pennsylvania, Tennessee, Texas, 
Virginia, West Virginia and the District 
of Columbia. 

This convention did not include repre- 
sentatiyes from Louisiana or foreign 
territory as a separate convention will 
be held for these men. 

A party of seven from the home office 
who attended included: Crawford H. 
Ellis, president; Dr. E. G. Simmons, 
vice- -preside nt and general manager ; Eu- 
gene J. McGivney, vice- -president and 
general counsel; Dr. Marion Souchon, 
vice-president and medical counsel; C. 
D. Corey, vice-president and superin- 
tendent of agents; Ted M. Simmons, 
assistant superintendent of agents, and 
Miss Clara R. Griswold, manager field 
service department. 

Home Office Talks 


Mr. Ellis spoke on “Building a Greater 
Company”, outlining the past work of 
the Pan-American and tracing its de- 
velopment. Dr. Simmons spoke of “The 
School of Experience” and also out- 
lined some of the policies and practices 
which the company hopes to put into 
effect. Mr. McGivney’s talk was entitled 
“Some Reflections.” Dr. Souchon’s talk 
“Know Thyself” embraced the analysis 
of sub-standard and standard business 
and was illustrated by a number of 
interesting charts. Mr. Corey delivered 
“When a Man Comes to Himself” the 
substance of which was that only when 
a man realizes his innate powers and 
ability can he attain success, and gave 
also some very practical sales sugges- 
tions. Ted Simmons spoke on accident 
and health insurance and outlined the 
different policies of this kind which the 
company offers. 


General Agency Addresses 


Due to the large number in attendance 
it was necessary to limit the talks to 
some of leading general agents. The 
following participated in the program: 

How Company Literature Should Be 
Used, R. F. Butts, Springfield. 

tenewing Lapsed Business, R. M. Col- 
quitt, Houston. 

Avoiding Competition, E. W. Dees, 
Jackson. 


After Dinner Calls, O. H. Miller, Cleve- 
land. 
Some Points on Closing, J. L. Strick- 


land, Louisville. 

My System of Working, L. A. Goodman, 
El Paso. 

What I Say When the Wife Objects, E 
W. Wade, Gonzales. 

Value of Working With Agents, L. H. 
Lightfoot, Los Angeles. 

Keep Your Shop, L. S. Brown, Pitts- 
burgh. 

What the Accident & Health Depart- 
ment Means to Me, E. B. Bynum, Dallas 

How T sold $200,000 Through Billfolds 
A. T. Day, Lexington. 

Indirect Methods of Closing Business, 
Philip Redwine, Indianapolis. 

Accident & Health Insurance, — My 
Future's Guarantee, B. F. Wolfe, Mont- 
gomery. 

A feature of the convention was the 
presentaion of the Crawford H. Ellis 
Loving Cup to R. H. Beard, the Chi- 
cago general agent, for the greatest 
production in President Ellis’ honor dur- 
ing March. 


Security Mutual Convention 


The annual agency convention of the 
Security Mutual Life of Lincoln, Neb.. 
will be held at the head office Sept. 30- 
Oct. 1. 
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cHicAce 
NEWARK, Sept. 22.—Sir Thomas ——_f 


Oliver, the noted British expert on in- —— 
JAMES W. STEVENS, Founder 


dustrial diseases, sailed tor England last 
week after an extensive study tour of 
this country under the direction of Dr. 
Frederick L. Hoffman, consulting statis- 
tician of the Prudential, with the coop- 
eration of various manufacturers and 
others. During his stay Sir Thomas was 
entertained by President T. B. Macaulay 
of the Sun Life of Canada, Vice-Presi- 
dent Alfred Hurrell of the Prudential 
and Dr. Wade Wright of the Metro- 
politan, with whom he discussed the 
problems of industrial diseases. 

On this visit, which is the third he 
has made to this country and Canada 
for investigation of industrial condi- 
tions, Sir Thomas expressed surprise at 
the great progress made in industrial 
hygiene, lowered death rates and con- 
trol of industrial affections, particularly 
in the lead-using industries, fatal lead 
poisoning now being only half as com- 
mon as 12 years ago. In regard to lead 
poisoning of a non-fatal form, a distinc- 
tion of considerable importance to the 
operation of the workmen's compensation 
law must be made between lead absorp- 
tions of major and minor importance, 
he said, pointing out that many cases 
now diagnosed as lead poisoning are 
really nothing more than lead absorp- 
tions of a non-serious form. This is 
particularly true of the electric storage 
battery industry, in which there are 
many lead infections but few that re- 
sult in death. 

} As chairman of the Newcastle cancer 
committee, Sir Thomas also investigated 
many phases of the problem here, visit- 
ing the State Institution for Malignant 
Diseases and the Buffalo General In- 
firmary, where he found unusual at- 
tention being paid industrial diseases, 
particularly lungs affected with silicosis. 
Sir Thomas also visited Chicago, where 
he was entertained by the Association 
of Industrial Physicians and Dr. Frank- 
lin Martin, director of the College of 
Surgeons, and New York, where a din- 

. ner was given in his honor by Presi- 
dent A. Williams of the American Mus- 
eum of Safety. 











RESEARCH TOUR ON 
H THIS SIDE FINISHED 


STUDIED INDUSTRIAL DISEASE 





Noted British Expert Ends Visit in 
United States and Canada, Guest 
of Life Officers 




































The Ideal 
Agency Officer 


T= ideal agency officer is one who knows his 
company from the ground up—thcroughly knows 

and has confidence in his superior and fellow 
officers, and having this nformation and this intimate 
acquaintance is willing to stand by that company and 
those officers just as loyally and steadfastly as though 
he himself was personally and solely responsible for 
every existing condition and every action taken 








He must be a sincere man, a man who in his deal- 
ings with agents has the ring of sincerity and fair 
dealing, showing equal favor to all and unequal oppor- 
tunities to none 


He must be deeply appreciative of the difficulties 
which confront the man behind the rate-book, and 
from the well of his own practical experience and 
knowledge be able to counsel wisely and advise in- 
telligently on all the multitude of big and petty prob- 
lems and disputes which are forever coming up in an 
active agency organization. | 


He must be a man of quick and positive dec sions, 
and his oral promise once given must be as binding 
as though reduced to writing. 











He must he intimately acquainted, but not grossly 
familiar, with his agents. 






He must be big enough to frankly acknowledge such 
mistakes as he may make, to take upon his own 
shoulders a great part of the blame for an agent's 
lack of success, and so constituted temperamentally as 
to be burdened without irritation with the thousanc 
and one littl complaints and troubles of the men 
who compose the agency vurganization, 











In brief, the successful bead of an agency depart- 
ment is the “Little Father” of the organization, and 
upon his patience, forbearance and good counsel, and 
the degree of respect and confidence he enjoys of the 
men under him, depends the success and the strength 
of the producing force 
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From address of R. W. Stevens, President 
INimois Life Insurance Co., Before Life 
Agency Officers Association, Chicago 

November, 1925. 









Bankers Mutual Anniversary 


The Bankers Mutual Life of Freepor,, 
Ill., celebrated its 20th anniversary last 
week by an. agency gathering. It has 
$23,817,000 insurance in force. The same 
officers have served during the entire 
20 years. Walter B. Erfert, the well 
‘ known fire insurance special agent, be- 

ing president and treasurer; A. P. 
Woodruff, vice-president; J. C. Peasley, 
secretary and general manager. The 
company is operating in Illinois, Indiana, 
Michigan and Missouri. Its assets are 
now $346,405. 





Large Business Policy Taken 
\ $1,00,000 policy divided between 


+ - o 
several large companies was taken out 
in New York this week by the Stanley Inols ] e nsurance 0. 
Company of America on the life of its 
president, John J. McGuirk, formerly 
president of First National Pictures. For C H I C A G O 
some time the Stanley Company has | 
followed the practice of insuring its head James W Stevens Founder 
executives, having received $1,000,000 : , | 
from a policy on the life of its former 


president, Jules E. Mastbaum, who died Greatest Illinois Company | 


last year. 


aig semaine 1212 LAKE SHORE DRIVE 


Gerald A. Eubank and his associate, 
H. W. Henderson are on a short visit —- ian eee - ° 
to Detroit, Ww her¢ Mr. Eubank has many The Illinois Life 1s The Dean of the IIllinots Legal Reserve Compantes 
‘onnectios, having formerly Seen man- A 
ager there for the Canada Life. 
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MANY ENTERTAINMENT 
FEATURES ARE PLANNED 





LARGE ATTENDANCE IS LIKELY 


Insurance Commissioners in Convention 
at Cincinnati Will Be Offered 
Much Diversion 


CINCINNATI, Sept. 21.—The local 
entertainment committee of the insur- 
ance commissioners’ convention, which 


meets at Cincinnati for three days, start- 
ing next Tuesday, has matters well! in 
hand, and a splendid program has been 
arranged. Large attendance is ex- 
pected, as nearly 300 names have already 
been sent in. The meeting will be held 
at the Hotel Gibson, which will be gen- 
eral headquarters 

Vice-President Charles F. Williams of 
the Western & Southern Life, who in- 
duced the convention to come to Cin- 
cinnati, has been assisted by a_ well 
selected local committee, including offi- 
cials of all the local companies and rep- 


resentatives of local underwriters’ asso- 
ciations. 
Entertainment Starts Tuesday 
Although many delegates will arrive 


on Monday and some even on Sunday, 
there will be no official entertainment 
until Tuesday Tuesday afternoon a 
sight-seeing automobile trap about the 
environs of the city will be taken, ma- 
chines being furnished by local insur- 


ance men. Tuesday evening a dinner 
dance will be given at the Hotel Gibson. 
at which Speaker of the House of Rep- 
resentatives Nicholas Longworth will be 
the only speaker. W. C. Safford, the 
Ohio superintendent of insurance, will 
preside at this function. 


Boat Is Chartered 


On Wednesday morning the visiting 

ladies will be taken to the Rookwood 
Pottery and then to the Woman’s Club, 
where luncheon will be served, after 
which they will be driven to the land- 
ing on the Ohio river and will partici- 
pate in the boat ride on the Island Maid, 
which has been specially chartered for 
the visitors. There will be special en- 
tertainment and music on board, supper 
will be served, with dancing and bridge 
for those who care to indulge. 
_ The natural scenery along the Ohio 
is far famed for its charm and beauty, 
and the boat ride is expected to be one 
of the most attractive features offered. 


Golf Course Offered 


Thursday afternoon and evening will 
be spent at Cody’s Farm in Kentucky, 
one of the interesting spots along the 
Ohio. Golf will be played by those who 
desire, the courtesy of the Twin Oaks 
club in Kentucky having been accorded 
the visitors through the president of the 
club, John L. Shuff. J. W. Scherr of the 
Inter-Ocean Casualty will be in charge 
of registration; W. A. Earls of the Earls- 
Blaine Co. of automobile transportation; 
John D. Sage is chairman of the sports 
committee; Chas. F. Williams of the 
burgoo and farm outing committee, and 
Judge William Lueders of the boat ride 
committee. R. F. Rust is chairman of 
the committee on badges, souvenirs and 
printing. Mrs. Joseph Button is chair- 
man of the committee for the entertain- 
ment of th eladies, assisted by Mr. and 
Mrs. John D. Sage and Mr. and Mrs. 


John L. Shuff. The convention, from 
the entertainment standpoint, will be 
marked by old-time Cincinnati hos- 
pitality. 





Prepare to Lay Cornerstone 


Capitalizing the fact that its name is 
taken from Pilot mountain, a rugged 
landmark of the Sauratown range of 
North Carolina, the Pilot Life of Greens- 
boro, N. C., has secured a granite boul- 
der from the side of the pinnacle for 
use as a cornerstone in the new group 
of home office buildings in course of 








COMPARATIVE FIGURES ON BUSINESS 
THUS FAR THIS YEAR ARE GIVEN OUT 


NEW YORK, Sept. 21.—The pro- 
duction of new life insurance by United 
States companies was 3.5 percent great- 
er during August of this year than dur- 
ing the same month of 1926. The first 
eight months of the year show an 
increase of 1.9 percent over the cor- 
responding period of 1926. These facts 
are revealed by a statement torwarded, 
with latest figures, by the Association of 
Life Insurance Presidents to the United 
States Department of Commerce for 
official use. The compilation aggregates 
the new business records—exclusive 
revivals, increases and dividend addi 
tions—of 45 member companies, which 
have 81 percent of the total life insur- 


oT! 





ance outstanding in all United States | Group amounted to $502,000,000 against 
legal reserve companies. $552,009,000—a decrease of 9.0 percent. 
The new paid-for business written 
Sey Se Se during each of the first eight months 
For the month of August, the total | of 1925, 1926 and 1927, as well as in- 
new business of all classes was $881,- | creases in 1926 over 1925 and in 1927 | 
000,000 against $851,000,000 during | over i926 are shown in the tollowing | 
August of 1926—an increase of 3.5 per- | table: 
Ordinary Insurance : 2 
926 927 
iver ver 
1925 1926 
Month 1926 Pet Pet 
Dn <ésevuceceueee t $ 560,289,000 $ 2,000 7.0 2.9 
February ........ . 597,429,000 p25 5.000 8.9 4.8 
I tenia cnshcnialeg aegrtaibdiel dl 724,454,000 740,725,000 10.6 2.2 
Se 638,206,000 4 749,923,000 5.8 11.1 
SS, a en Aen anes eid ie 698,706,000 699,846,000 5 —4 
DT sn6ees 60a 6008en Es 638,195,000 696,742,000 10.4 —1.2 
ai ce lee 638,833,000 56 866,000 3.1 3. 
DL ae shse ee ua cee 607,621,000 595,929,000 000 -1.9 
“$4,948,515,000 $5,219,120,000 $5,354,242,000 5.5 2.6 
Industrial Insurance 
: svcpesgencneed $ 147,441,000 $ 27,158,000 §$ 185,292,000 54.1 —18.4 
eee 177,666,000 74,782,000 207,217,000 oumf_.6 18.6 
ST Winen a iateedwee 193,604,000 230,203,000 241,701,000 18.9 5.0 
DT eebedutabdiedduens 196,895,000 227,279,000 9.5 5.5 
nt sheadiuedhbeetienced 217,735,000 241,662,000 8.0 2.7 
Pe agaxdeseeveekences 198,113,000 221,780,000 2.1 9.6 
St “nila yeaa eee ewe ee 182,991,000 200,835,000 6.2 3.4 
errr eee 181,048,000 211,157,000 10.0 6.1 
$1,495,493,000 $1,678,560,000 $1,736,923,000 12.2 3.5 
Group Insurance 
 , MEE TCR $ 68,957,000 $ 56,280,000 $ 94,445,000 67.8 
DE sticcaknawena 36,696,000 83,088,000 46,119,000 —44.5 
Eh Stina ewe begnwee 40,797,000 72,368,000 103,057,000 42.4 
eee 66,415,000 80,663,000 46,960,000 —=41.8 
Dn | Kchteneseaneeieeda 39,041,000 56,458,000 45,683,000 —19.1 
| eae 47,565,000 69,282,000 67,817,000 —2.1 
Eu havin derailer edie atari ich 54,947,000 9,000 —30.6 
ee eee eee 126,885,000 7'000 —91 0 
$ 481,303,000 $ 551,896,000 §$ 502.287.000 14.7 —90 


| against 









cent. New ordinary insurance amounted 
to $626,000,000 against $596,000,000—an 
increase of 5 percent. Industrial amount- 
ed to $211,000,000 against $199,000,000 


a gain of 6.1 percent. Group was $44,- | 
decrease 


000,000 against $56,000,000—a 
of 21 per cent. 

For the eight-month period, the total 
new business of all classes written by 
the 45 companies was $7,593,000,000 
$7,450,000,000 during the same 
period of 1926—an increase of 1.9 per- 
cent. New ordinary insurance amount- 
ed to $5.354,000,000 against $5,219,000,- 
000—a gain of 2.6 per Industrial 
amounted to $1,737,000,000 against $1,- 
679,000,000 percent. 





cent. 


an imcrease of 3.5 





























Total Insurance 





CS POET EP -$ 740,052,000 $ 843,727,000 79,000 14.0 

PO 0s66¢é0ncmanu 762,891,000 355,299,000 "000 12.1 

SE ed Oh icvaveds cakes 889,172,000 1,027,025,000 3.000 15.5 

i a6 6a6 2< saw aeen aut a 901,516,000 971,463,000 2 32°000 7.8 

SN wins eee enes ccude 955,482.000 993,974,000 7 "000 4.0 

PNR rRE gota ists 883,873,000 976,449,000 986,329,000 10.5 

ET i ae eee ear ae an 876 1,000 931,002,000 893,930,000 6.2 

ieee tah, 915,554,000 850,637,000 880,644,000 ihe 3.1 
$6,925,311,000 $7,449.576,000 $7,593,452,000 7.6 1.9 


erection at Sedgefield, just outside of 
Greensboro’s city limits. 

A very clever contest for new busi- 
ness is in effect, termed the cornerstone 
contest. The leading producer in each 
state during the term of the contest will 
be given a free trip to Greensboro to 
join in the home-coming celebration 
around the construction area of the cen- 
tral building. Two silver trowels used 
in laying the granite stone will be given 
away, one to the leader in delivered 
business, the other to the leader in 
number of policies. Every agent get- 
ting over $20,000 of business will be 
given a souvenir silver trowel and for 
every one getting over $10,000, privilege 
will be accorded of having the name, 
record and picture included in the pa- 
Pers going into the vault of the corner- 
stone. 





Counsels’ Association Meets 


The General Counsels’ Association of 
Accident & Health Companies, which 
held its annual meeting in Toronto last 
week, voted to change its name to “The 
International Association of Insurance 
Counsels.” Hereafter all attorneys rep- 
resenting accident, health, life and lia- 









bility companies will be eligible to mem- 
bership, as well as those in home office 
legal departments. 

These officers were elected: Presi- 
dent, Edwin A. Jones, Fidelity & Cas- 
ualty, New York; vice-president, G. W. 
Denmead, Baltimore; secretary-treas- 
urer, John A. Millener, Columbus, O.; 
executive committee, Frank A. Wood- 
land, Omaha; Walter F. Seay, Interna- 
tional Travelers, Dallas, Tex.; M. P. 
Cornelius, Continental Casualty, Chi- 
cago; D. E. C. Moore, Pacific Mutual 
Life, Los Angeles; James L. Kearney, 
Hartford. 





Parkinson With National Guardian 


E. E. Parkinson, for many years asso- 
ciated with the “American Thresherman 
Magazine,” and for the past four years 
manager of the New Belmont hotel in 
Madison, Wis., has joined the National 
Guardian Life of Madison and will as- 
sume at once the office of field supervi- 
sor. Mr. Parkinson has been a resident 
of Madison for many years. He was 
chairman of the executive committee of 
the five Masonic bodies which joined in 
erecting the new Masonic temple at 
Wisconsin avenue and Johnson street. 
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CONNECTICUT MUTUAL 
HOLDS CENTRAL MEET 


—— 


CONFERENCE DRAWS HEAVILY 


| 
| More Than 150 Attend Educational 


Gathering in Chicago—Valuable 


Discussions Heard 


\bout 150 agents and general agents 
jand 15 home office representatives ot! 
the Connecticut Mutual Liie met in a 
i cducational conterence 


re gional 


} Centra: 

in Chicago Sept. 15-17, and each re- 
a . os a} 
lceived something of educational valu 
before the meeting closed. Only morn 


ing sessions were held, afternoons being 
devoted to recreation, little of it planned 

“Talks by Home Office Officials” was 
the weneral title of the opening day’s 
session, talks running over to and con- 
suming part of the second day's 
session. President James Loomis 
rst to address the gathering 


Lee 


Was iit 

| Supei ttendent of Agents Harold M 
Holderness was in the chair. Mr 
| Loomis. who left for the east soon 
lafter closing his address, outlined the 
| company’s educational program tor 
| 1928. 

Agency Meetings Planned 


“We will have an agency meeting and 
| dinner in each agency,” he said, “with 
at least two home office representatives 
present at each. Many oi the sugges- 
tions for the advancement of the lite 
insurance business during the last year 
have come from the men in the field. 
Therefore we fully appreciate the value 
of personal contact between the home 
office and the field. Many part-time 
agents never get to a convention, and 
never would meet home office repre- 
sentatives if the home office men did 
not go to the field. 

“In furtherance of this home office 
field contact plan, every agent who in 
his first contract year writes business 
netting $1,500 of premiums is entitled 
to a trip to the home office.” 


Dividend Importance Declining 


Speaking of the financial condition of 
the life business, Mr. Loomis said that 
the dividend is likely to play a smaller 
part in the next 10 life insurance years 
than it played in the last 10, and sa‘d 
that recently the suggestion was made 
by the head of one of the so-called 
“jow-cost” companies that all dividend 
estimates should be withdrawn by life 
companies. “Sales resistance is harder,” 
he said, “and we are not going to pile 
up increases so rapidly. The tendency 
of the business is to be a bit more 
generous in underwriting, and for this 


reason mortality experience is a bit 
worse generally.” 
Following his address President 
Loomis awarded the various Leaders 
Club cups, as follow: 
Cups Awarded 
Chase cup, offered by Samuel T. 


Chase, head of one of the company’s 
three Chicago general agencies, went to 
M. A. Schwartz of the P. M. Fraser 
general agency, New York City. The 
Greene cup, given by Secretary Jacob 
H. Greene of the company, went to 
Miss Emma H. Ditzler of the Fraser 
agency. She wrote 133% lives during 
the last club year and is the first woman 
to win one of the five cups offered. P. 
A. Seese of the Walter Buck general 
agency. Scranton, Pa., won the Steiner 
cup, given by Agency Secretary Henry 
H. Steiner. The cup offered by General 
Agent V. W. Kenney of Boston, went 
lto E. T. Vap Deusen of the S. S. 
Northington general agency, Los 
Angeles. 

Robert L. Fisher, assistant treasurer, 
analyzed the company’s financial status 
with particular reference to the invest- 
ment problem, saying that the com- 





|pany’s farm mortgage and bond ac- 
counts are heavier than the average 
found on a study of the investment 


figures of 21 leading life companies, and 
| that in recent months the Connecticut 
' Mutual has switched strongly into the 
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company’s United States and foreign | 
bond holdings are heavier than the | 


average of the 21 companies; its muni- 
cipal bond holdings lighter. Its railroad 
bond account also is smaller than the | 


average. 


| ““scnnrm... || INSURANCE COMPANY 
j “Standardized Methods” was the gen- 





i eral heading of the remainder oi the 
: sessions. The sub-headings were “The DES MOINES, IOWA 
Use of Time and Equipment,” “Pros- 


pecting,” “The Pre-Approach,” “ Pro- 
gramming,” “The Sales Presentation” 
and ‘Delivery of the Policy.” Discus- 
sion of these subjects was not strictly 
formal. From four to six agents spoke 
to each subject, and according to the 
conversation of the delegates betore and 
after the sessions, each gained some- 
thing from some part of the discussion. 

H. A. Martelle, M. D., assistant med- 
ical director,.read a paper titled “Medical 
Selection,” in which he outlined the 
company's policy on accepting standard 
and other risks and explained in some | 
detail the reasons for rating up certain 
types ol Cases. With reference to in- 
creased blood pressure he said that it | 
is one of the most troublesome prob- 
lems with which insurance has to cope, 
because so frequently the cause of the 
abnormality is not known and cannot be 
precisely determined. It is at best, in 
so many cases, only a sign that some- 
thing is wrong, not a final indicator of 
what the physiological or anatomical 
fault is. 

The company held its southern re- 
gional conference at Chattanooga, Tenn., | 
Sept. 12-14, and holds another conference 
| at Del Monte, Cal., Sept. 26-28. Home 
othce representatives who will attend 
the Del Monte conference are: Agency 
Superintendent H. M. Holderness, 
Agency Secretary H. H. Steiner, Ac- 
tuary H. I. B. Rice and Secretary H. 
N. Chandler. 





Looking Ahead! 


Approximately one-third of the 
possible prospects in every com- 
munity are children. 





Royal Union salesmen may write 
children from age one day and 
up. The contracts automatically 
go into full benefit at age five. 








Our agents are backing up the 
popularity of these wonder con- 
tracts by steadily mounting sales 
—that’s the surest proof of the 
possibilities in this vast prospect 


ane : a ‘ wins ~~ field. 
INSURANCE SOLVES PROBLEM Royal Union Life Building 


Cor. Seventh and Grand Ave., 
Des Moines, lowa 








Griffin M. Lovelace of New York Life 
Says Break-Up of Farm Can Be 


ieee ROYAL UNION LIFE 


vice-presi- 


i dent of the New York Life, recently 

said he believes life insurance will pre- 

cent the splitting up of farms into small INSURANCE COMPAN Y 

units for the use of several heirs of an 

ow oni His remarks were as follows: 
“The problem clearly exists, but A Cc TUCKER P id t 

there is available in life insurance an ° - ’ res en 

immediate solution. On most farms, one 

son will stay on the old homestead and } 

help out his father in its management. 

If there are other sons, they may drift 

away to other farms or to the cities. 


mast coasligs blo dutice so bis wie ond | THE SECURITY LIFE INSURANCE CO. OF AMERICA 























to his daughters, who would ordinarily O. W. JOHNSON, PRESIDENT 
have little to do with the actual running WITH 


of the farm. 
“In either case the farmer does not | | eee Re TN 5. 5 5 oss <.00:0000'050so0soN 0 oeu nae sonanwe Over Fifty Million 
SG 5 vbéncteve et en bkrdikecaneetineaennererssoenedl Over Six Million 


like to see his farm broken up among 
several owners, some of whom prob- | 


ably will take little on no personal in- . AND THAT HAS ° on: 
terest in managing their shares. At Paid Policyholders since organization. ............-. 6. -++es+0+ Five Million 
the same time he probably would like General Agen anag i 

to hold the farm intact for the son who WANTS oe A Rs and M eve in BT ctntes 

has helped him maintain it through the Contract—Commissions or commissions and expense allowance 

years. » fe ins ¢ » rides < -asVv ; ; i 
ee an easy Address: S. W. Goss, Vice-President, 134 N. La Salle St., Chicago, Ill. 





“Suppose his farm to be worth $30.- 
000. He can take out a like amount 
of life insurance and use the proceeds 
of the policies to care for his wife 
and children, other than the one who 
has remained with him on the farm. 
Then the land can be left to the one 
son alone without in any wav working 
an injustice to the others.” . 








George Washington Life Insurance Company 
CHARLESTON, WEST VIRGINIA 


HARRISON B. SMITH, President 


presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power of appointment of sub-agents, 














To Have Regional Meeting The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
The Old Line Life of Milwaukee has | Carolina, North Carolina, Georgia, Michigan, Oklahoma and Washington. 
announced that a series of regional con- | Address 
ferences will be held with the agents of | ; 
the company again this fall. There will ERNEST C. MILAIR, Vice-President and Secretary 
be six or seven such conferences. the S 














dates and places to be announced later 
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BOOK INTENDED TO 


HELP IN PRODUCTION | 


AGENTS’ MAILING AID CREATED 





E. C. Sparver, Supervisor of Publica- 
Mutual Life, 
Solves Distribution Problem 


tions, Connecticut 


& €. 
tions of 


Sparver, supervisor of publica- 
the Connecticut Mutual Life, 
has designed for the company’s gen- 
eral agents and field men a book on 
“Sales Literature” that is intended to 
remove a large part of the element of 
chance from distribution of printed mat- 
ter used to help close sales. The book, 
about 12 by 17 inches and bound in 
heavy boards, loose-leaf, contains 25 
pages, onto each of which excepting the 
first is tipped a piece of the company’s 
sales literature, with printed sugges- 
tions for its use. 

It is expected by the originator that 
use of the book—and it is so attractively 
and intelligently designed that only an 
agent who works at haphazard will not 
use it—will eliminate waste of time, 
effort and the money that life insurance 
literature costs by giving the agent a 


| 

| guide to mail distribution. Each piece 
| of literature is created to answer the 
questions arising vut of some life situa- 


panded and brought to date the com- 
pany’s loose-leaf volume, pinch-bound 
in heavy boards, “Sales Service.” 
Through long experience in the field 
before taking up home office duties Mr. 
Sparver grounded himself in field prob- 
lems. He was in the field 14 vears, and 
has been in the home office five years. 
| Before entering the life insurance busi- 
|} ness he was an experimental engineer. 


HANDS FORMS NEW COMPANY 


Former Michigan Insurance Commis- 
sioner Is Back of Michigan Life 
of Detroit 


Leonhard T. Hands, who was for- 
merly Michigan insurance commissioner 
and later superintendent of 
the Michigan Mutual Life, is 
the new company, the Michigan 
of Detroit, which has filed its incor- 
poration papers. The authorized cap 
ital is $2,000,000 and it is expected that 
$1,000,000 will be sold at once at three 


back of 
Life 





for one. Mr. Hands became superin- 
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tion, and the sales value of each 1s | 
analyzed for the agent. 
Mr. Sparver also has revised, ex- 


agents of | 





| tencent of agents of the National Life, 
'U. S. A., when it took over the Michi- 
gan Mutual but later resigned in order 
io return to Michigan and organize the 
|new company. Mr. Hands was district 
j}agent of the John Hancock Mutual Life 
in northern Michigan betore he went 
with the Michigan Insurance depart- 
ment as chief clerk. He was connected 
| with the department from 1916 until he 
resigned in 1926. 

W. W. Tate, who promoted a 
number of companies, including the 
Central West Casualty, the Detroit Fi- 


has 





delity & Surety and Grange Life, will 
be the fiscal agent and will look after | 
the promotion work. 
Names of Incerperators 

Mr. Hands has a number of people 
associated with him, the inmcorporators 
being as follows: Alexander Reid, 
owner of a chain of drug stores in 
Detroit; O. L. Smith, former State’s 
attorney of Michigan; Harry O. Mohr- 
lmann, vice-president, American Trust 
| Company of Detroit; William E. Mc- | 
Namara, vice-president, Central Trust 
Company and chairman of the board 


Peoples State Savings Bank of 
Lansing: V. V. Moulton, secretary- 
| treasurer, Automobile Owners  Insur- 
lance Company of Lansing and also di- 
| rector of the Central Trust Company 
and Peoples State Savings Bank of 


of the 





of it. 


affairs. 





Insurance in force 
One Billion, 324 Millions 


We Believe in the 
Thing We Sell 


eeneeeeecessoccees 


It is a truism in Life Insurance that no man is a good Agent 
unless he has first insured himself. 


The Union Central Life Insurance Company believes heartily 
in this principle, and it encourages its representatives constantly to 
signalize their belief in Life Insurance by carrying ample amounts 


An example: Our great New York City Agency at the behest 
of General Manager Charles B. Knight, recently held a “Self 
Insurance Month” during which time its members paused a mo- 
ment from their labors in insuring others and looked to their own 


The result: During a single month the Agency received 9§ 
applications on the lives of agents and 7 applications on the lives 
of members of their immediate families, making a total of 105 
applications for $1,496,000 of new insurance. 


That is what Life Insurance means to Union Central Agents. 


The Union Central Life 


Insurance Company 
CINCINNATI 


Founded 1867 
JOHN 


President 


D. SAGE, 




















1927 
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Lansing; Samuel D. Pepper, former 
utility commissioner oi Michigan and 
now practicing law in Lansing; John 
H. Hands, banker of Sandusky, Mich., 
Thomas G. Baillie, Detroit attorney and 
president of the Title Guaranty Com- 
pany; Clare Retan, Detroit attorney and 
formerly attorney general of Michigan; 
Lee E. Czhill, coal dealer and director 
~§ the Peoples State Savings Bank & 
Trust Company in Lansing; A. J. Craw- 
ford, Detroit capitalist; William Robb, 
president of the First & State Bank of 
Howell and secretary, Citizens Mutual 
Automobile Insurance Company of 
Howell; Hugh A. McPherson, former 
bank commissioner under Governor 
Groesbeck and director of the Peoples 
State Bank of Lansing and of the Mc- 
Pherson State Bank of Howell. 

Mr. Hands is slated for the vice-presi- 
dency of the Michigan Life. Samuel 
Pepper, former public utilities commis- 
sioner, is handling the incorporation for- 
malities at Lansing. He denies that 
former Governor Alex J. Groesbuck is 


connected with the organization, but 
insurance men believe that he will 


eventually be linked up with the com- 
pany perhaps as chairman of the board. 
Mr. Pepper has had considerable ex- 
perience with the state insurance laws. 
He was formerly assistant attorney gen- 
eral and drafted the present insurance 
code. 


ALBRITTON GOES WITH 
SOUTHERN STATES LIFE 
(CONTINUED FROM PAGE 3) 
Julian Price Conservation Club of the 
Jefferson Standard Life. With the as- 
sistance of Robert M. White, his part- 
ner, he built up the largest agency 
which the Jefferson Standard Life has 
outside its home state. He is promi- 
nent in a number of social and civic or- 
ganizations in Dallas. 
Wilmer L. Moore, president of the 
Southern States Life, states that for some 


| time past the company has recognized 


the necessity of having associated with 
it a man of outstanding insurance ex- 
perience and ability to direct the affairs 
of the agency organization. The South- 
ern States Life is one of the substantial 
southern companies that is well 
grounded. Mr. Albritton will have com- 
plete control of the agency department 
and will be brought into the inner ex- 
ecutive councils so that the company will 
have the advantage of his splendid ex- 
perience. 





Borrow For Vacation Money 


Life insurance companies report that 
during the summer season there has 
been an increasing demand for small 
loans. Investigation shows that people 
are borrowing on their policies to get 
money to go on vacations. This ten- 
dency is seen every year and seems to 
be increasing. People run close to 
shore, need money for their vacation 
trip and do not hesitate to tap their life 


insurance policies. 





Big Increases Made 


The New England Mutual has passed 
with flying colors the regular triennial; 
examination just completed by the state) 
insurance department, which comments 
javorably on the fact that, in addition 
to adding about $5,000,000 to surplus, 
the company has paid over $16,000,000 
in dividends to policyholders since Dec. 
31, 1923. 

Since that time assets have increased 
from $140,330,000 to more than $181,- 
000,000, and the net amount of insur- 


|} ance in force from $719,000,000 to more 
than $900,000,000. 
Life Notes 
Home office attaches of the Ohio State 
Life, Columbus, O., gave a picnic a few 


days ago at Buckeye Lake. Several hun- 


dred persons attended It is probable 
that a similar affair will be given each 
year. 


Orlando R. Taylor, aged 69, a fire and 
life insurance man of Columbus, O., died 


this week. He was a director of the 
Ohio Building & Loan Company He 
had written considerable insurance for 


the Columbus Mutual Life 
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AETNA LIFE GENERAL 
AGENTS IN CONVENTION 
(CONTINUED FROM PAGE 3) 
Agent O. T. Cropper of Topeka, Kan., 
spoke on “Financing Agents.” This ad- 
dress was followed by one on “Stim- 
ulating Wuality Production,” by E. H. 
Lestock Gregory, general agent, San 
Francisco. N. F. DeNezzo of the home 
office concluded the session with an ad- 
dress on “Conservation—Its Reiation- 
ship to Progress.” 
Only one session was held Thursday. 
Mr. Luther presided. V. D. Burgesser 
of the home office discussed “Accident 


Will you know when you have 
and Health Insurance,” with its* place e 
<a ieee ie, kone | found the opportunity your 


Schriver, assistant superintendent of — 
agencies, who is in charge of the sales ? 
soaiaion Provcnscb spoke on “Making the ambition demands: 
Most of Our Opportunities.” Mr. . 
Dallas reviewed the high lights of the Old enough to be soundly established, 


conference and Mr. Luther outlined the 


compeay's SES eapueiees. yet young enough to afford the valuable | 
Dinner Closes Meeting . ° ] 
Thursday afternoon mi devoted to advantage of “growing up with the Com- | 
golf, tennis, swimming, horseback rid- pany,” The Franklin offers the field man 


ing and other sports. In the evening 


there was a formal dinner in_which the a golden opportunity to expand to the 


entire Aetna party joined. Friday was 


an open day, during which those at- limit of his ability. The Company has 


tending could remain at the hotel or 
sele 1¢ most convenien ains | , 

hag mn Hartford pica Prange l open territory In nineteen states; a com- 
conference were: Morgan B. Brainard, 
president; Kendrick A. Luther, vice | plete line of policies that compare with 
resident; E. E. ck, vice-presi- 
ee and actuary; ay ag my ant the best policies of any company; a rec- 


retary; W. H. Dallas, superintendent of i 


agencies; Dr. E. K. Root, medical di- | ord of conservative financial manage- 


rector; S. F. Westbrook, assistant | 


treasurer; E. J. Griffith, Jr., secretary, | ment combined with aggressive field 


group division; L. O. Kinne, assistant 


secretary; Miss M. A. Bills, assistant | expansion; and— —has trebled in size 


secretary; Ralph Keffer, assistant actu- 
ary: H. W. Wright, assistant auditor; i} s 
R. L. Place, assistant superintendent of in the last ten years. | 
agencies; L. O. Schriver, assistant super- ! ° 
intendent of agencies; V. D. Burgesser, | On January l, 1927, the insurance 
life agency ee C. V. Pickering, i : 
advertising manager; R. F. Fay, agency | in force was $191,560,326.00. 

assistant; N. F. ie ah of the con- l 
servation division; D. L. Carpenter, as- 


sistant advertising manager; James Wey. i] The Franklin Life Insurance Company 
and Sidney Holt, press representative H Springfield Illinois 


System Wells Uses | 




















| 
F. L. Wells, general agent at Balti- 
more, gave an account of his work in | 
establishing quickly a producing force : —EE ———— 
of 25 men. He and three supervisors . 
interviewed over 1,400 with whom con- 
tacts were obtained in various ways, but 
mostly through advertising. Obtaining 
men, however, is only a start toward 
getting production. Mr. Wells is a 
graduate of Annapolis and apparently 
discipline comes easy to him. At any 
rate, the system he uses in keeping his 
men at work and supplied with prospects 
would startle an old-timer accustomed 
to hand a man his rate book and wait 
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SIGN 


for the successful H. 
A. Man’s Standby 
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for him to produce. Neither Mr. Wells = 
nor any of his supervisors had ever been CCl irit —ae pri te re ee 
in Baltimore prior to May 1 of last year, oO > Zz 2 
Yet last year the agency produced | & a 5 = 
$3,800,000. Mr. Wells went into real | $ a & 
details, frankly stating the agency in- , ; og 
cons a emnaen. @ When the Mutual Benefit was | a ° 
. . e : . = 
Elmer Abbey's Plan organized in 1845 there were only = 


Elmer Abbey of San Antonio talked a few Life Insurance Companies 


"1144 Pues pue OOZES 38 


seaA suo joj uoNdissqns Aul Jaju9 oseaig 
“‘malssy WWeoH FY weprooy 


m attracting, holding and inspiring men. in the United States. Through 

A notable part of his system is that he ‘ . ae . 

neither writes any personal business him- the Wars, Panics and Epidemics 
self nor pays brokerage. His agents get a = te , . 

all the commissions that are paid. An- of all these years, it has always 

other help to agents is the development stood safe and secure as a fore- 

f group insurance. The agents handle ar ‘ 

all the work themselves so as to get the most disciple of Pure Life In- 


“Zpiq eSueyoxq eouemmsu] Zor! 


contacts that bring direct business larger 
than the group limits. 
P. D. Sleeper of Washington, D. C., 


went to that city a stranger to také . . C 
charge of the Aetna Life general agency, he utua ne it Life Insurance 0. 
being new to the company as wel! as 

to general agency work. He told how Newark, N. J. 

he not only held the agents under con- 


tract but increased their production by 
winning their confidence and friendship 


‘*-eymge 
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surance. 
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Organized 1845 
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The Doorway To Opportunity 











The Doorway to Opportunity 
Leads to 


Northwestern National Service 
Quin -- 


1. SALARY SAVINGS 

2. NON-MEDICAL 

3. SUBSTANDARD SERVICE 
4. GROUP INSURANCE 

5 


LOW RATIO OF REJECTION 
(less than 2%) 


6. LIBERAL DISABILITY CLAUSE 
7. AGE LIMITS 1-65 

BEST INVESTMENT POLICIES 
9. LOW NET COST 


Every convenience that modern life insurance 
affords given to agent and policyholder. 


umd. 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 























You are a producer 
You want a REAL job 
You believe in yourself 


A friendly interest is needed 


Close co-operation is necessary 


O. J. ARNOLD, parswerr 
4 ¢ | 


Minneapolis.Minn. 
Write or wire: S. M. CROSS, President 


OLUMBIA LIFE 
INSURANCE COMPANY 


Cincinnati, Ohio 


Territory does make a difference 





























| DISABILITY CLAUSE BIG 
TOPIC FOR CLAIM MEN 


(CONTINUED FROM PAGE 3) 
portant Canadian companies as well as 
those in the United States. 

Contact Valuable to Both 


The contact thus established between 
the life company men on the one hand 
and the accident and health representa- 
tives on the other has undoubtedly been 
of great value to both classes. The life 
men at the start were inclined to be 
extremely liberal! in the payment oi 
claims, following the usual practice in 
the payment of death claims under a 
straight life policy, but have learned 
the necessity for greater care in the 
handling of claims where the accident 
feature is involved, while some of the 
accident and health men have found 
that they may have been inclind to err 
on the side of being too technical in 
some cases and that it is possible to ex 
ercise a greater degree of liberality with- 
out becoming involved in dangerous 
business practices. 


Change Views on Compromise 


panies were at 
suggestion of compromise in a disabil- 
ity case. Their idea was either to pay 
in full or reiect the claim entirely. A 
few of them still adhere to that view- 
point, but probably most of them have 
modified their practice in that respect. 
Direct advocacy of compromise in cer- 
| tain classes of cases was made at the 
Toronto meeting by speakers represent- 
ing some of the lagge life companies, 
who took the position that in cases 
where a claim was not really covered 
under the contract between the com- 
pany and the policyholder, but the ten- 
dency of the courts had been to broaden 
the interpretation of the policy provis- 
ions, the thing to do was for the com- 
pany to “get out from under” on the 
| best basis possible, rather than allow 
such a case to go to court. 





Question of Securing Specialist 


While it was agreed that it was to 
the company’s interest to get a disabil- 
ity policyholder back to work as soon 
as possible, a question which attracted 
considerable attention was that of se- 
curing or advising examination or treat- 
ment by a specialist in order to expe- 
dite rehabiiitation. It was admitted that 
the diagnosis of the insured’s attend- 
ing physician was not to be depended 
on in many cases, but was found dif- 
ficult at times to get the specialist into 
t| without creating friction with 
the local practitioner. One speaker said 
is practice had been to ask the attend- 
ing physician what expert he consid- 
lers the best in the particular line 
involved Then if the suggestion 
is made that this specialist be consulted 


‘ ase 


| there can hardly be any objection. Sev- 
eral cases were cited in which a clini- 
|} cal examination had shown an entirely 


| different diagnosis from that on which 
treatments were being based, and the 
company saved much more in the reduc- 


| tion of payments than the cost of the 
examination. 
| Might Be Legal Linbility 


lt was quite generally agreed that the 
company could afford to assume consid- 
erable expense in that connection, but 
the question was raised of whether it 
would be subject to any legal liability, 
particularly in case an operation was 
advised following the examination made 
at its suggestion and at its expense, 
and the patient died under the opera- 
tion. It was brought out that a num- 
ber of companies insist on the signing 
| of a waiver of liability under such con- 
ditions. 

On the question of whether it is pos- 
sible to secure a binding final release 
in total disability claims, considering 


clause, it was stated that while there 


| in compromise cases, in the 


run of 


For example, some of the life com- | 
first opposed to any | 


laid in 


the present liberal interpretation of the | 
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cases is it not mecessary, as 
the insured resumes the payment of 
premiums if there is a termination of 
disability and he resumes his regular 
duties. 

What Is Total Disability? 


A question of interest to life and cas- 
ualty companies alike was: “What is 
total disability? When does total dis- 
ability end and partial disability begin? 
How much in the way of supervision 
of his business or profession can a 
claimant do and still be totally disabled? 
The answers to this question of course 
involved the interpretation of the words, 
“any duties pertaining to his occupa- 
tion.” One company official said that 
if a man while still in the hospital had 
business papers brought to him there 
or his stenographer visited him there 
to take dictation on certain matters, he 
was unquestionably still totally dis- 
abled. Another suggested that the dis- 
ability is total so long as a man’s bus- 
iness has to come to him. When he 
goes to his place of business, he is not 
totally disabled. 

Still a third thought that a man might 


' still be regarded as totally disabled even 


though he goes to his office, if only 
to give advice and he remains but an 
hour or two each day. He suggested 
that some activity along that line might 
rehabilitation. He cited a case 
of another sort, however, where a den- 
tist, following an infection, had to sub- 
mit to the amputation of his right hand, 
but carried on his office with the aid 
of assistants. He claimed total and 
permanent disability, however. 

Among the participants in these dis- 
cussions were C. O. Pauley, Great 
Northern Life; Thomas F. Hickey, Met- 
ropolitan Life; D. N. Case, Travelers; R. 
R. Harrold, Pacific Mutual Life; Sam C. 
Carroll, Mutual Benefit Health & Acci- 
dent; E. G. Robinson, National Masonic 
Provident; Judge Ralph, United Crafts- 
man; Dr. John B. Jack, Chicago; W. A. 
Dennis, Prudential; L. D. Erion, Trav- 
elers Health; Robert K. Metcalf, Con- 
necticut General Life: H. E. Don Car- 
los, Travelers: H. T. Mitchell, State 
Mutual: H. F. Roberts, Minnesota Mu 
tual Life 


Graham Unopposed for Presidency 

rhe only name suggested for the 
presidency of the association at this 
meeting was that of Louis L. Graham 


of the Business Men’s Assurance of Kan 
sas City, who has been for several years 
one of the most active members of the 
organization. He has served for the past 
vear as chairman of the executive com 
mittee and the year before that as sec 
retary and has devoted much time and 
effort to building up the Claim Associa- 
tion. 

Born at Coon Rapids, Ia., in 1885, Mr 
Graham earned his college expenses 
working as a printer during the college 
term and selling accident insurance in 
vacation. After completing his college 
work in the Iowa State College he was 
employed by the Great Western of Des 
Moines as a salesman, later serving the 
company as claim adjuster, special agent 
ind assistant superintendent of agencies 
He joined the Business Men’s Assurance 
as chief adjuster in 1913 and his wide 
knowledge of the business has made him 
an important factor in the executive 
offices of that company. 


Consider Listing of Banks 


The report of the attorneys and ad- 
justers’ committee, which has charge ot 
the publication of the bar directory. 
brought up the question of including a 
list of banks, with the idea of listing 
those banks which have been used by 
the companies in sending drafts to claim- 
ants It was suggested by some com- 
pany men, however, that great caution 
should be taken in action of that sort 
and that the investment department of 
the company should be consulted before 
it is done. 

The executive 


committee reported 


| against the preparation of a list of medi- 


might be some question along that line | cal examiners, along the line of the at- 
ordinary | torneys’ list. 
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Every One of Your Agents Should Have at Least One Copy of 


LIFE PAYMENTS LOCALIZED 


A local illustration must be used to be 


HATEVER your decision on 
. . . ‘cf > >, *<— > > > >. T > , 
advertising In the Lite Pay- COMPARE THESE most effective He re 1S whe re Life Pay 
ments Localized comes in. With it the 


ments Localized edition certainly 
: local agent can point out what one of 
every one of your good producers LO W PRIC ES pay te, <nipne B angst +5 aibaedes 


ge the leading citizens of his own commu 
should have a copy of this greatest With Other nity has done with life insurance. He 
of canvassing documents published! SALES PROMOTIONAL can show what Bill, the prospect's 
‘ friend, or Jones, his acquaintance, has 
Biggest Buy of Year MATERIAL accomplished through life insurance. It 


Copies of enables the agent to show the prospec, 

















Life Payments Localized is a year Lite Payments Cost Per e@ Quantity . 
round canvassing document. Figure the Localized Copy Price just what life insurance is doing to pro 
cost of a single copy, even at the single 50 $0.50 $ 25.00 tect families in his own community 
copy rate of 75 cents. Divide by 365. 100 45 45.00 Often the knowledge of what others 
On this basis or any basis Life Pay 200 43 86.00 have provided for their loved ones will 
ments Localized is the biggest buy of all 300 42 126.00 sway the prospect and enable the agent 
sales promotional material. 400 41 164.00 to close him. 

500 .40 200.00 
Not an Experiment 1,000 35 350.00 Has Great Utility 
1,500 33 495.00 ' 

You are not experimenting when you 2,000 32 640.00 Briefly, this is what Life Payments 
supply Life Payments Localized to your 3,000 31 930.00 Localized is. It takes a year to compile 
agents. This is not an untried canvass 4,000 30 1,200.00 the material which it contains. It ts 
ing document. It has been used suc 5,000 28 1,400.00 compiled at a great expense and the sin 
cessfully for years by agents in the 10,000 25 2,500.00 gle copy cost of 75 cents is not high. Yet 
United States and Canada. One company you can through the quantity rates se 
last year purchased 10,000 copies. This 4 cure this special edition for your agents 
year L:fc Payments Localized is an im at a much lower cost. There is probably 
proved canvassing document. It is more complete, has more no single sales promotional item which has greater utility than 
features and is more timely. It is now a true National this Life Payments Localized Number 
Underwriter product 

What Life Pav Localized D Sept. 29 Last Date to Order 

at ife ayments Localize oes As the Number will go to press on the 29th of September 

Here are some of the ways Life Payments Localized is we must have your authorization for copies by this date. The 
uscd by the Soliciting agents. Probably one of the most order blank below is for your convenience 
difhcu't tasks the life insurance agent has to do is to drive In ordering remember that many agents will want copies 
home the need of l'fe insurance with a local illustration. Ii to leave with prospects. This is a very important use of the 
the prospect lives in Des Moines it is of little avail to tell Life Payments Localized Number. It should not be over 
him what a man in New York is doing with life insurance looked 
~Gu “> 





NATIONAL UNDERWRITER COMPANY 
1362 Insurance Exchange 
Chicago, Illinois Date 


1927 
copie 5 


Gentlemen: Deliver to me (or send one copy to each name on the list attached) immediately on publicauon 


of The Life Payments Localized Edition at the quantity rate of $ 


Name . eves Title 


ELE LAA TR Le ET ATR Le ELEN City State 


Life Payments Localized goes to Press September 29, 1927 
All Orders for Extra Copies Must be in at This Date 
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the New York Lire feels must be ob- plication. Lake, in Maine. Each year a party of three had been a salesman for 


served. It says that any agent can be a 


leader of correct insurance styles if he 
will 
Sell everyone the policy best suited to 


his or her needs. 


Forget about your commissions 


Deliver your policies promptly. 

Work at least eight hours a day. 

Plan your campaign and follow it per- 
sistently. 

If you believe in and 


your company 


yourself, 


Life Company Agency Conventions 


A NUMBER of life company officials 
are carefully considering the agency 
convention question inasmuch as with 
the increase in the number of agents 
the aggregate cost of conventions has 
mounted up to a very high figure. In 


days gone by it was possible to take 


the leaders to some central point or 


some nearby resort, the not be- 
heavy. With 
conventions it is necessary to get outside 
lib- 
together with their ex 


run up the materially. In 


expense 


ing so the present-day 
speakers and some of these charge 
eral fees, which, 
penses, cost 


fact, some officers are beginning to 
cost and wonder whether this 
itself, 


Company officials feel that it is neces- 


count the 


custom is not running away with 


sary to provide various forms of enter- 


seem to be getting 
and 


expense 


tainment and they 
costly. 


there- 


more and more elaborate 


The 


fore 


agency convention 


is something that has to be con 
sidered 

Officials are asking 
through the 


themselves 
medium of the 
they are 


whether 
general conventions 
reaching the people that really need the 
help. In many cases the conventions 
have assumed almost entirely a pleasure 
The educational and inspi- 
thrust 


agency 


jaunt stage. 
rational features have 
the background. 


been into 


Those who believe that there is merit 
in the convention plan say that undoubt- 
edly the tendency may be toward small 
regional meetings where general agents 
and managers can bring to the gather- 
ing men in the making who may not 
have qualified as yet but who have the 
stuff in them to 
men, say the 
need the 


these 
that 
inspirational 


succeed. It is 
agency 
educational 


managers, 
and 
influences of a convention. Those men 
who qualify by writing $100,000 or more 
much self-starters. 
able to command 
difficulty. It 
men who have 


have become pretty 


They are probably 


themselves without much 


is the beginners, the not 
yet arrived, who need the help. 
The whole 


serves a 


convention system de 


thorough overhauling, as in 


many cases the expense has reached 
such a point that some companies can 
well be justly criticized for the outlay 
It is buying business at too great a 
price. There is merit in conventions 
and meetings. Men attending them 
should not be held down all the time to 
hard work. There should be time for 


recreation and relaxation. However, the 
highly expensive features might well be 
We 


regional meetings 


eliminated. believe that the smaller 


always pay excellent 


dividends to the men and the com- 


panies 


Shall We Use ‘‘Own Insurance’’ 


One of the companies takes the pos! 


tion that the usual phrase “carry insur- 


ance” is a misnomer and leaves the 
impression that the policyholder is bear- 
ing a load or a great burden. It is sug- 
gested that the better expression would 
Atlas car- 
his shoulder and 


his load. It 


be “own insurance.” We see 


rying the world on 


appreciate the heaviness of 


is difficult sometimes to get policyhold 
ers to look upon life insurance in terms 
end rather than the means to the 
When a 


into the 


of the 


end project him 
self 


insurance 


person can 


future and see what life 
accomplish for 


that it is 


will eventually 
him he then begins to realize 


not a burden but a support, and a needed 


one 





insurance men, sponsored by these two 


executives of the Phoenix Mutual, goes 
to Maine and succeeds in very success- 
ful hunting. 


Ferdinand Bartlett, special agent for 
Northwestern Mutual Life, 
with the home general agency 
McMillen at Milwaukee, and Mrs. 
iett have returned from Europe where 
they have been for the summer. Mr. 
Bartlett is one of the “more than a mil- 
lion a year” producers in Milwaukee, and 
has only been in the life insurance busi- 
ness a little more than two years. 


of Clifford 


Morton Bigger, secretary of the 
American Life Reinsurance, was elected 


president of the Southern Methodist 
University Lettermen’s Association this 
week. Mr. Bigger is a former base- 
ball and football star on the college 
team and continues to take an active 
part in the athletic events at his old 
school. 


Dr. H. W. Dingman, medical di- 
rector of the Continental Casualty and 


Continental Assurance of Chicago, who 
is in the University Hospital there 
on account of operation for duodenal 
ulcers, is now recuperating in a satis- 
factory way. Dr. Dingman was stricken 


in his office with a hemorrhage and for a 
time his case was regarded as critical. 


N. Y. Nichols, Louisville manager of 
the Phoenix Mutual Life, has no com- 
petition for title of leading 
fisherman of Louisville this season. 
Nichols recently returned from a fish- 
ing trip spent on St. John’s river, New 
Brunswick, where he had as companion 


Mr. 


years he 
Mutual Mr. 


the Penn Robinson was 


prominent in life insurance circles in the 
Twin Cities, particularly in the days oi 
the old Northwest Congress. 

} 


associated | 


Bart- | 





i ber of the 


insurance | 


Joseph D. Land, « 


secretary of the 


Cotton States Life of Nashville, died 
at Birmingham, Ala., last Saturday, fol- 
lowing a stroke of paralysis. Mr. Land 
was well known in the insurance busi- 
ness in Tennessee, being connected for- 
merly with the Southern and with the 
Independent Life. He was made secre- 
tary of the Cotton States when that 


business was taken over some time ago 
by Baldwell & Co. of Nashville. Mr 
Land was on business for his company 
at the time he was stricken. 


Simon Casady, one of the 


founders 


of the Bankers Life of lowa and for 
many years its treasurer, is seriously 
ill at his Des Moines home. Mr. Cas- 


ady is suffering from heart trouble. He 


was first stricken late in August. Since 
that time, he has been under constant 
medical care. Mr. Casady has demon- 


strated remarkable powers of resistance, 
and the manner in which he has held 
his own under the terrific heat wave 
which enveloped the middle-west added 
strength to hopes for his ultimate re- 
covery 

Thomas J. Green, treasurer and mem- 
board of directors, Kansas 


City Life, and vice-president-treasurer, 
Central Surety, died in Kansas City 
|last Sunday. Mr. Green, who was 71 


James E. Briggs, a New York insur- | 
ance man. Fishing near Frederickstown 
he hooked an 18-pound salmon, one ot | 


the two largest caught this year on the 
Canadian stream, It required one hour 
and ten minutes to capture the fish, be- 
fore the guide could gaff it. 


Dr. Charles E. Albright, special agent 
for the Northwestern Mutual Life of 
Milwaukee, and one of the leaders in the 
production of life insurance in the world, 
has been named on the board of gov- 
ernors for Marquette university, Mil- 
waukee, with other Milwaukee and Wis- 
financiers and business men. 


consin 
K. Robinson, for 15 years man- 
ager for the Penn Mutual Life in St. 


vears old, had undergone a major opera- 
tion at the Research Hospital shortly 
before his death, although he had been 
ill for two months. Up until a short time 


before his death Mr. Green had been 
active in business. He was a pioneer real 
estate dealer of Kansas City, having 


plotted 120 additions in and around the 


city, and was one of the financiers of this 
; section. His connection with the Kansas 
City Life dates back to 1904, and since 
that time he has been active in the con- 
duct of the company. When the Central 
Surety was organized, a little over a 
vear ago, Mr. Green was made vice 


Paul, leaped to his death from the high | 


bridge there Sept. 17. He had been in 
ill health. Mr. Robinson went to St 
Paul when a child and for most of his 
active life had been engaged in life 
insurance work. He was with the New 
England Mutual Life before joining the 


president and treasurer of that company. 

H. V. Cawthra has been elected presi- 
dent of the Crown Life of Toronto. He 
succeeds the late John G. Kent, who had 
served only a few months at the time 
of his death, having been elected to 
succeed the late George T. Somers, who 
had been president for many years. Mr. 
Somers’ son, C. W. Somers, has been 
elected vice-president owing to the ad- 
vancement of Mr. Cawthra. Mr. Caw- 
thra served on the board for a number 
of vears At the time of Mr. Somers’ 
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death he was elected vice-president to | — — — — = — ——= : —— 


succeed Mr. Kent, who was advanced | 
to the presidency. C. W. Somers was | 
elected a director at the time of his | 
father’s death. The Crown Life has 
$72,442,835 insurance in force. 


TE The Professional 


of lowa traveled by airplane from Des | 
Moines to San Francisco to attend the 


convention of company representatives | bs eye e e 
meeting there this week. isabilit y Pro V 18sion 


Alfred MacArthur of Chicago, home 
office general agent of the National Life, 
UL. S. A., is receiving the condolences 
ot his friends due to the tragic death ot 
his oldest son, Robert, at Pierport, Mich. 
The boy was 11 years old, was a lad of 


: Another one of the fourteen pro- 
fine sentiment and full of promise. He . ° ° ° 
was a member of a club of boys from gressive changes in Lincoln National 


Lake Forest, Ill., that were taken to the | 
camp for the summer. Robert was not | : ° ‘ 
feeling well but later|went in the lake | Life contracts inaugurated on Septem- 
his companions. , b << . a - ate 
er 15 1s the Professional Disability 
| LIFE AGENCY CHANGES 


L 








Provision. 








HOME OFFICE MEN IN FIELD | : 
feniie Setie  Miicaite h This new Disability Clause is es- 


i Ge nci ; 
ee pecially for professional men such as 


of Equitable of Iowa 


ee ee physicians, surgeons, lawyers, dentists 
has represented the home office of the “ 
Equitable Life of Iowa as field super- ‘ ar Ac ‘ aaa . 
visor, has resigned from that position and executl\ cs of large organizations. 
in order that he might become agency 
manager at Springfield, III He has 
had several years of actual field experi- ° 
ence besides that which he received as | It provides for the payment of In- 
representative of the agency depart- 
ment, ~ see afe , , ~ “ 
Mr. Crane attended Cornell College come Disability W hen the insured 1S 
and is a graduate of the State University : 
of lowa. He has also taken the life ’ - ~ 
insurance course given by the Univer- prev ented from performing his Cus- 
sity of Pittsburgh During the war . 
he served with the marines. Mr. Crane tomary duties. 
entered the life insurance business in - 
1920 as a salesman with the Berkshire | } 
Life. In November, 1925, he was ap- 
pointed agency supervisor fcr the Aetna — said . > 
Life and remained with that company This proy 1sion for another definite 
until he became associated with the 


Equitable Life of Towa. | insurance need is another reason why 


Phenicie to Huntington, W. Va. ¢ 
Herbert E. Phenicie has been ap- if pays to 
pointed agency manager for the Equita- 
ble Life of Iowa at Huntington, W. Va, 
Mr. Phenicie has been engaged in the 
life insurance business for several years. | 
He attended the University of Illinois 


and during the war he served as pilot 

air service instructor at Houston, Tex. 

In 1923, Mr. Phenicie entered the (LINK UP WITH THE) LINCOLN) 
life business as a salesman for the 

Equitable Life of New York His =i 

}rogress was rapid and in 1924 he was 
appointed manager for the same com- 
pany in New Mexico. In 1926, he ac- 
cepted a position as agency manager in 


the home office agency of the Cedar 
Rapids Life. i he 


Lincoln National Life 
Insurance Company 


























John A. Campbell Appointed New York 
Representative of Western 
Union Life 
NEW YORK, Sept. 22.—John A 
Campbell has been appointed general 
agent here for the metropolitan district 
by the Western Union Life, according 
to an announcement this week by Ralph 
kK. Hubbard, resident vice-president of 
the company. Mr. Hubbard states that 
the Western Union Life has decided 
to change from a branch office system to 

a general agency basis here 

Mr. Campbell, who has had many 
years of experience in the insurance More Than $485.000,000 in Force 
business both as a home office execu- d ’ 
tive and a large personal producer in 
the field, will have his offices in the 
new Graybar building, 420 Lexington | 
avenue. As the Western Union Life | 


“Its Name Indicates Its Character’’ 








Lincoln Life Bldg. Fort Wayne, Ind. 
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The Key 


to Illinois 


New COMPANY offers you the key to Illinois. 
Whether you have sold life insurance before or 
not you owe it to yourself to find out just what the 


key is. 


Why not take the opportunity offered by 
the Citizens National? Why not write 
today to this new company of experienced 
life insurance men? 


There may be other opportunities coming 
your way, but here is a real one now— 
waiting for you to grasp it! 





A new company—new policies—real co- 
operation—concentration on IIlinois—and 
—why not check up with the Citizens Na- 
tional those things you have always 
wanted of a life insurance company? 
Write George Kabureck today. 


The Citizens Na- 
tional Life began 
writing business 

June, 1927, with 
a capital and sur- 
plus of $200,000 
which will mmme- 
diately be increased 
to $300,000. 


MNF 


NATIONAL LIFE INSURANCE CO. East St.Louis ILL. 


wit ERaZ4EsltvaT 


. G. BARDILL GEORGE KABURECK 
President Sec. and Gen. Mgr. 
































Connecticut General News 
Hartford, Conn. 





Use Trust Settlements 
To Sell Larger Amounts 


When the insured knows his ambitions 
for his family cannot be thwarted by their 
own poor judgment, he is encouraged to 
buy more insurance. 


The Connecticut General legal depart- 
ment helps agents work out appropriate 
settlements. On money left with the 
Company it now pays five per cent interest 
(3% per cent guaranteed). 

For forms of agreement in constant de- 


mand, write Connecticut General Life 
Insurance Company, Hartford, Conn. 











maintains an office of issue here, Mr. 
Campbell will be in an exceptional posi- 
tion to give prompt and efficient service. 

By maintaining the office of issue, 
which was established here about two 
years ago, a privilege usually granted 
only to home office agencies, the new 
general agency will not suffer from any 
delay in issuing policies such as would 
result if all issues had to come from 
the company’s home offices in Spo- 
kane, Wash. The Western Union Life 
has been licensed for several years not 
only in New York but the neighbor- 
ing states of Connecticut, New Jersey 
and Pennsylvania. In line with the new 
aggressive policy of the company here, 
it is expected that general agents will 
be appointed soon in these states which 
are under the general supervision of the 
New York office in charge of Vice- 
President Hubbard. 


WALKER WITH GUARANTY LIFE 








Well Known Michigan Mutual State 
Manager Takes Important Ter- 
ritory for Davenport Company 





E. Walker, formerly state manager 
of — Michigan Mutual Life of De- 
troit, has been appointed manager for 
part of Illinois and all of Michigan for 
the Guaranty Life of Davenport, Ia. 
Mr. Walker is an outstanding figure in 
the insurance world, having been con- 
nected with the Michigan Mutual for 
some 16 years. Prior to that time he 
was state manager for the Michigan 
State Life for two years. 

Some two years ago Mr. Walker left 
Michigan to help the Michigan Mutual 
develop territory in and around Daven- 
port. The last year of Mr. Walker’s 
work in Michigan his general agency 


produced close to $10,000,000 of busi- 
ness. 
Mr. Walker will make his home in 


Davenport and handle his territory from 
the home office of the Guaranty Life. 


W. A. Fosdick 


Appointment of W. A. Fosdick as 
superintendent of agents for the Texas 
division of the Manhattan Life was an- 
nounced this week by Arthur Emery, 
manager of the southwest division of 
the company. Mr. Fosdick has been 
engaged in the insurance business in 
Dallas for the past 17 years. He was 
with the New York Life as agency su- 
pervisor at Philadelphia in 1925 but 
returned to Dallas to assume this con- 
nection with the Manhattan. 


Z. B. Whitfield 
Z. B. Whitfield, 








general agent at Los 
Angeles of the International Life, has 
resigned, following a serious nervous 
breakdown from which he has suffered 
several months. He is a brother of 
Judge W. K. Whitfield, of St. Louis, 
president of the International Life. Fol- 
lowing this resignation the Los Angeles 
agency is being operated as a branch of 
the home office under Miss V. Groszkru- 
ger, branch cashier, and it is understood 
that a successor to Mr. Whitfield will 
not be appointed, the company having 
decided to divide the California field 
into a number of small general agencies. 





Leo E. Stevens 


M. P. Hawkins, general agent at Los 
Angeles of the Connecticut General 
Life, has opened a branch agency at 
Pasadena in charge of Leo E. Stevens, 
who has been representing the companv 
as an agent in this field for the past 
graduation 





two years, following his 
from the Carnegie School of Life In- 
surance Salesmanship. 
W. G. Anglim 
W. G. Anglim, recently with the 
Equitable of Iowa, has been named 


manager of the new life insurance de- 
partment of Dunn & Stringer, Inc., at 
St. Paul, Minn. The company explains 
that its new department is not designed 
so much to enter into competition in 
the life insurance field as to supplant 
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the various trust services which Dunn 
& Stringer have in the past provided for 
their patrons. The life insurance busi- 
ness will be written by the Prudential 


through the Earl A. Eide agency, 
Hamm building. 
Karl Keefer 


Karl Keefer of Rochester, N. Y., has 
resigned as state agent of the Star Fire 
to engage in life insurance. He will 





become assistant general agent of the 
Mutual Benefit Life at Rochester. 
Ray O. Snyder 
Ray O. Snyder of Columbus, O., who 


has been state manager of the Peoples 
Life of Frankfort, Ind., has moved to 
Indianapolis to become state manager 
for the Great Northern Life. He has 





been with the Peoples for 14 years. 
Indiana is his home state so he is 
really returning home. 
J. I. Coffing 
J. I. Coffing has been appointed gen- 
eral agent for the Sentinel Life for 


northeast Texas. He will develop the 
30 counties in the northeast corner of 
the state with headquarters in Dallas. 
Mr. Coffing is one of the organizers of 
the Southern Union Life of Waco. 


C. C. and J. E. Roberts 


Clifford C. Roberts, field supervisor 
for the Aetna Life in southeastern Wis- 
consin with the Albert E. Mielenz gen- 
eral agency at Milwaukee, and his twin 
brother, J. E. Roberts, field supervisor 
for the Mielenz agency in the Madison, 
Wis., territory, have announced their 
resignations with the Aetna. They are 
leaving for San Diego, Cal., where they 
will take over the management of the 
agency at that point for the Federal 
Life. Clifford Roberts has been with 
the Aetna at Milwaukee for about 11 
years and J. E. Roberts has been with 
the company about seven years. They 
will make the trip to California by auto- 
mobile. 





Vern H. Brainard 


Vern H. Brainard has resigned as 
manager of the investment department 
of the American Central Life, to enter 
the field of active life insurance sales- 
manship in Indianapolis. Mr. Brainard 
has been in the home office of the 
American Central for six years in the 
conservation and investment depart- 
ment. He has a very broad background 
for the development of an_ efficient 
salesmanship program. 


R. C. Mortimer and A. C. Harrover 


John M. Sarver, president of the Ohio. 
State Life, has announced the appoint- 
ment of R. C. Mortimer and Arthur C. 
Harrover, respectively, as managers of 
the company’s branches in San Diego 
and Los Angeles, Cal. 


Whitney & Thomas 


The firm of Whitney & Thomas, 
owned by Charles O. Whitney and 
Joyce A. Thomas, district managers for 
the Mutual Life of New York, has dis- 
solved partnership effective Oct. 1 and 
Mr. Whitney and Mr. Thomas will de- 
vote their individual efforts to personal 
production in Milwaukee. The firm had 
charge of the district comprising Ozau- 
kee, Sheboygan, Washington and Mani- 
towoc counties, under the Wisconsin 
agency managed by Gifford T. Vermil- 
lion. A new district manager is to be 
appointed later by Mr. Vermillion. 


Sam C. Fletcher 


Sam C. Fletcher, manager of the San 
Francisco branch of the Northern Life 
of Seattle since January, 1925, has re- 
signed to become manager for the Jef- 
ferson Standard Life in the same field. 


William K. Dickey 


The Manhattan Life has appointed 
William K. Dickey as general agent in 
Philadelphia, according to an announce- 
ment this week by Vice-President John 
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F. Roche. <As he was superintendent 
of agents at Erie for the Mutual Life of 
New York from 1906 to 1918, and oc- 
cupied a similar position with the same 
company at Philadelphia from 1918 to 
1923, at which time he resigned to de- 
vote his entire attention to personal 
production, Mr. Dickey is widely and 
favorably known as a life man in and 
around Philadelphia and _ throughout 
Pennsylvania. 


Life Agency Notes 


Frank H. McConnell has been appoint- 
ed manager of the Fidelity Mutual Life 
at Sacramento, Cal. 

Norman H. Weeks of Princeton, II1., 
former assistant cashier in the Citizens 
National Bank, has been appointed dis- 
trict agent for the Penn Mutual Life 
under the general agency of Leon W 
LaBounta of Kewanee. 





EASTERN STATES 








AGENCY BUILDING FIRST DUTY 


Paul D. Sleeper of Aetna Life Tells 
Convention How He Is Developing 
Washington, D. C., Staff 


Paul D. Sleeper, who took charge o1 
the Washington, D. C., agency of the 
\etna Life a year ago, described the 
problems he faced at that time to the 
conference of the company’s general 
agents at their fourth annual session 
at Biltmore, N. C., Sept. 19-24 

Mr. Sleeper began with an organiza- 
tion of full time men, but the agency 
was new and practically all the mem- 
bers were unfamiliar with the business. 
He analyzed the chief problem con- 
fronting him as one of selling himselt 
to the men, winning their loyalty ana 
friendship, and assisting them to be- 
come more efficient and more contented 
with their work. 

He advocated with particular empha- 
sis the value of frequent contacts 
through agency meetings and agency 
dinners, and he believes, he said, that a 
general agent should know personally 
and socially the members of his staff, 


————_ __anaa_ = 


and should also know their families. He | 


should be in position to dtscuss their 
personal problems with them and aid 


in everything that directly or indirectly | 


effects their business success. 
“My personal feeling,” said Mr. 


Sleeper, “is that a general agent should | 


not write any life insurance personally. 
I feel that a man cannot be a success 
hoth as a personal producer and as a 
general agent. I never take credit for 


any business, nor do I split commissions | 


or renewals in any manner. All office 
leads are given out to some agent or to 
a pair of agents to work jointly. 
“My theme during the time I have 
been in charge of the Washington 
agency has been ‘Building Agency Loy- 
alty.’ This I decided was my tirst and 
principal job. Of course the main ob- 
jective in any general agency is the 
building of a larger and better organ- 
ization by constantly increasing the 
volume of new business. The fact that 
I delayed concentrating on this ulti- 
mate goal does not mean that I have 
overlooked it. I feel that if I succeed 
in my task of winning the loyalty and 
increasing the efficiency of the agency 
force, growth in organization and busi- 
ness will come naturally and logically.” 


GRANGE LIFE AGENTS GATHER 








Conference Held at Home Office in | 


Lansing With Educational Pro- 
gram Featuring It 





LANSING, MICH., Sept. 21.—Over 
two-score leading producers of the 
Grange Life of Lansing were in attend- 





ance last week at a two-day sales con- | 


ference and school. The agents were 
given some valuable tips in regard to 
sales methods by some of their own 
number who have proved outstandingly 
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Facts and Figures 


A letter from our President to Company policyholders was included in our 
annual statement of December 31, 1926. It said in part: 


“The pleasing causes for your Company’s An enlarged and improved agency force; 
splendid condition as reflected by the state- An extension of. territory ; 


ment within are: . é’ . , 
New business at a steadily increasing 


A good saving in mortality: rate. 


f ; + ¢ 5 7/10% Z ne " Y 7 
A net interest rate of 5 7/10% on all Your Company steadily goes forward in 
assets ; every feature and department and its future 


A decreased expense rate; is very bright.” 


The financial statement was very impressive. It showed a $4,602,538.63 
gain of admitted assets during 1926 and a $650,000 gain, during that period, in 
surplus to policyholders. 


On December 31, 1926, our assets totalled $35,841,807.60 and we had 
passed the difficult 1926 goal of “300 Millions In Force Before 1927.” 


Because the $2,500,000 of capital and surplus (not including dividends set 
aside for policyholders) affords a wide margin of safety, agents and policy- 
holders are well assured of their Company’s bright future. 


We have some excellent openings for agents and give liberal renewal con- 
tracts. [If you would like to know more about what we have to offer you, 
write direct to: Agency Department, Jefferson Standard, Greensboro, N. C. 


JEFFERSON STANDARD LIFE 
INSURANCE COMPANY 


JULIAN PRICE, GREENSBORO, 
President North Carolina 


Over 300 Millions In Force 
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Clerks Climb Ladders! 


About one-half of the members of our great Home 
Office Agency once were Home Office clerks. Field work 
has paid them with financial prosperity, mental satisfaction, 
independence, and the zestful joy of service. 

What these Philadelphians did, YOU can do in your 
locality. Why stay in a rut? Why be chained to a neces- 
sarily limited compensation? Why not step out and be 
the master instead of the slave of fortune? Vacations are 








| over and Fall and Winter are on their way—the open sea 
son of success in life underwriting. Consider, decide 
START! 


We have Field positions for earnest men and women 
who have ambition, intelligence, and industry. 


Stephen M. Babbi | ; 
i Precio “ | The Penn Mutual Life Insurance Company 


Philadelphia, Pa. 


Founded 1847 














HUTCHINSON, KANSAS 
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successful in certain lines. John Weaver |. sing, addressed the agents, ra a t over and mamesiaiune advanced.” One | than $1,000,000 a month. A large in- 
of Lansing, the company’s leading pro- | banker’s opinions of life insurance as | banquet meeting was the outstanding | crease was also made in the size of 
ducer for 1927 with $265,000 worth of | an institution. Mr. Roe lauded insur- | | social feature. policies written, the average for the &- 
business to date, told of some of the | ance as an encourager of thrift and ex- | The Grange Life has made the first | month period being more than $9,300 
methods he has found of value. Wil- | plained the effect of insurance on an | two-thirds of 1927 a period of great | ——— 


individual's credit standing. 
Ralph Wade, second deputy commis- 
sioner of the state insurance department, 
explained the department's functions, 
pointing out the protection afforded the 
honest agent by the departmental reg- | 
by James Todd of Bad Axe, who talked | ulation of the business. He toid of the 
on “How I Make 95 Per Cent of My | department's current program for mak- | 
Business Renew.” Mr. Todd told the | ing the business in Michigan cleaner 
agents that they must not consider busi- | than ever and emphasized the import- 
ness relations between themselves and | ance of the new combined questionnaire | 
a prospect at an end when the prospect | and application blank as an agency 
“signs on the dotted line.” | qualification measure. 
J. Edward Roe, president of Round table discussions were lhield at 
American State Savings Bank of which agents’ problems were mulled 


liam Freeman, a Midland agent with a | 
record of 110 applications for the past 
quarter, told how to sell the children’s 
policy which has recently been added by 
the company. Production of new busi- 
ness from old customers was explained 


the 
Lan- 





GENERAL AGENTS WANTED 


We are operating in 36 states, and have 
some very attractive territory open. 


We have a few particularly 
choice fields left in 





Missouri Illinois Indiana 


Selling is a pleasure 
when you have Continental 
tools in your kit. 


Write our 
Agency Department 


CONTINENTAL LIFE INSURANCE COMPANY 


Continental Life Building 
St. Louis, Missouri 
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EIGHTY-FOUR YEARS 


Honorable Dealing with the Public, Through an 
Agency Force of Selected and Trained Men, has Formed 
the Character that Explains our Reputation. 


NEW ENGLAND MUTUAL 
LIFE INSURANCE COMPANY 


BOSTON, MASS. 
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Thirty-two Years of Personal Service 


HAS GAINED THE CONFIDENCE OF OUR POLICYHOLDERS 
and Enabled Us to Build an Organization of Which 
Everyone Connected with It Is Mighty Proud. 


THE GLOBE GROWS GREATER, SAFER, AND BETTER 
EACH YEAR. 


GLOBE MUTUAL LIFE 





INSURANCE COMPANY OF CHICAGO | 
T. F. BARRY, FOUNDER | 

POSE BARRY DIETZ WILLIAM J. ALEXANDER 
President Secretary | 





| agent of the 


| of the Equitable of 


it was disclosed at the meet- 


progress, 
ing, the advance in business over last 
year amounting to approximately 3: 
percent, 

First Agency Dinner Given 
The Judea Life held its first get-to- 


gether dinner in New York last week in 
honor of its agency staff, which has 
written more than $6,000,000 of business 
since the company began operations, on 
May 19 this year. 


Increase of 53 Per Cent Made 

Gardiner, New York general 
John Hancock Mutual, res 
ports that for the first eight months of 
this year the production figures of his 
agency show a 53 per cent gain over the 
corresponding period of last year. For 
the period new business written totals 
close to $8,500,000, averaging more 


Harry 


School at Cincinnati 

The Equitable Life of New York will 
hold a school of instruction in Cincin- 
nati running from Oct. 17 to Nov. 5. It 
will be in charge of J. W. Nolan of the 
home office. He was formerly con- 
nected with the Klingman agency at St 
Paul. He took up a rate book and was 
successful in soliciting. Then he be- 
came agency manager under Mr. Kling- 
man. Then he was sent to the home 
office to help conduct agency conven- 
tions. 


Starts Special Campaign 


Miletus Garner, formerly of the home 
office «f the Ohio State Life at Co- 
lumbus and now manager of the com- 
pany's Youngstown branch, has started 


a special campaign in his territory and 


| is offering cash prizes for the leaders 


| in 


the writing of new business. 
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ADD TO WISCONSIN SPEAKERS 


> 
\ 


ounding Out Plans for Big Program 
to Be Given at Milwaukee on 


Wisconsin Insurance Day 


I 





MILWAUKEE, WIS 21.—An 
imposing program of speakers is being 
arranged for the second annual Wiscon- 
in Insurance Day which will be held 
at the Hotel Pfister, Milwaukee, Oct. 

Three more speakers for the day have 
been announced by Carl Hilbert, gen- 
eral chairman. Darby A. Day, general 
agent for Union Central Liie, 
who needs no introduction in the insur- 
ance world, will represent the life insur- 
ance business on the program and wil! 
probably paint a picture of the tremen- 
dous scope of the life business for those 
insurance men who are not in the life 
business. 

H. P. Janisch, general manager of th 
American Mutual Alliance, Chicago, ex- 
pert on insurance legislation and legal 


, Sept. 


Ss 


26. 


matters, will represent the mutual com- 
panies on the program. 

J. Adam Bede, former congressman 
from Minnesota, one of the foremost 
humorists of the country, will furnish 
some of the entertainment at the ban- 
quet. Charles H. Burras, president ot 


Joyce & Co., 
master at the banquet, and 
Chandler, vice-president of the New 
York Indemnity in charge of the west- 
ern department and father of Insurance 
Day in Indianapolis, will be on the pro 
gram for the banquet. 

Insurance advertising and fire preven 
tion work will both be included on thx 
program during Insurance Day, and 
two of the most noted authorities on 
these respective features of the business 
will make addresses. J. W. Longnecker. 
advertising manager for the Hartford 
Fire, will speak on advertising and 
Richard E. Vernor, manager of the fire 
prevention department of the Western 
\ctuarial Bureau, Chicago, will talk on 
fire prevention. 

Fraternal interests will be represented 
by E. J. Dunn, president of the Loya! 
\merican Life Association 
Other speakers will be 
within a short time, as soon 
niittee receives acceptances 


Frank M. 


announced 
as the com- 
from them 


St. Paul Managers Meet 


T. A. Griffith, Philadelphia manager 
New York, was a 
speaker at. the first fall meeting of the 
St. Paul Agency Managers’ club, 
last week. W. W. Klingman, the Equit- 
able’s manager in St. Paul, told how he 
has developed a successful agency in | 
this territory, and M. J. Dillon of the | 
Pacific Mutual Life also talked briefly. 


Chicago. | 
S| the 


Chicago, | 


Chicago, will be the toast- | 


held | 


MINNESOTA AGENTS GATHER 


Equitable Life of Iowa Men Held 
Convention; B. F. Hadley, Second 
Vice-President, Spoke 


The Minnesota agency of the Equit- 
able Life of lowa held a one day con- 
vention. 

B. F. Hadley, 2d vice-president was 
the principal speaker. His subject was 
“The Modern Methods of Presenting 
Life Insurance.” His observations were 
that the country as a whole, especially 
Minnesota, is at the threshold of an era 


ol prosperity. He predicted that within 
the next three months the Twin Cities 
would enjoy a prosperity that they have 
not seen for the last seven years. 

State Agent E. W. 


Cameron pre- 
sided at the morning meeting. His topic 
was “The Value of Life Insurance to a 
Community.” 

D. J. Greenwald, district manager for 
the St. Paul territory, presided at the 
aiternoon session. The district mana- 
gers irom the varicus parts of the state 
were the prominent speakers in the 
atternoon. 

C. Lesch, district manager of the 


Minneapolis office, discussed “The Value 
of Quotas Relative to the Selling of Any 
Product.”” H. H. Remore, district man 
ager at Duluth, gave a talk on “The 
Safety and Stability of the Equitable 
Life Insurance Company of Iowa.” 
Major J. L. Lewis, district manager oi 
the rural territory, discussed “Agency 
Problems” and Joseph Friedmann, oi 
the Midway section, spoke on the 
“Agent.” T. H. Hazard, district mana 
ger at Litchfield, gave a talk “Cre- 
ating a Demand.” 


on 


CLUB FINANCING SKYSCRAPER 
Chicago Organization Is Using Life In- 
surance in Its Extensive Drive 
for a New Home 


An extensive building program is now 
under way in Chicago under the use of 
combination real estate and life in- 


surance program which has been fre- 
quently called into service in recent 
years. This plan is being used in con- 
nection with the erection of a new 44- 
story home for the High Noon Club 
in Chicago, being handled by the Com- 
munity Financing Company of Wichita 
Kan., the life insurance being placed 
with the National Life, U. S. A. The 


High Noon Club is launching an exten- 
sive membership campaign in order to 
assure the erection of the new home 
; and has set 8,000 as its minimum goal 
The club’s membership ranges upward 


: from "$300 and with e ach that is sold a 
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“0-year endowment policy for twice the 
is issued in the National Life 


mount 


S. A It will be tssued « the non- 
edical basis and will be handled 
rough a trustee which il manage 


\ 
« construction details of the 
, 


though the proceeds are to be paid to 


——— 


building, | 


members if | 


he beneticiaries of the 
leath occur®rs before maturity T he mem- | 
ers themselves are to receiv pro- 
ecds at the end ot the 20 years, thus | 
evaranteeing them twice the amount of | 
their membership. A step rate system 
being used by which at age 45 the 
erate tor the membership is about as 
follows: First five years, $25.80 per 


$1,000; second five years, $41.20 per $1,- 
third five years, $55 per $1,000; 


urth hve years, 371 


ooo: 
20 per $1,000 


Staging Agency Contest 


The Paul H. Kremer general agency 
Milwaukee for the Penn Mutual Life 
holding a contest among agents 

paid-for and issued business from 
Sept. 1 to Dec. 31. In order to make 
the contest as equitable as possible for 
all the agents, the average business for 
each one over the period of the last 
five years has been taken and the vearly 
average computed. From this, 34 per- 
cent of the amount has been selected as 
the quota during the months of the con- 


tie 


iest. 
be issued 
1928 


must 
10, 


toward the final result 
and paid-for before Jan 





See Prosperity for Minnesota 
ST. PAUL, MINN, Sept. 21.—Im- 


proving business conditions in the north- 
west augur well for life insurance sales 
the coming fall and winter. 

This was the keynote of two agency 
conferences held here the past week. 

“You may rave at the weather man, 
but as I have traveled over this 
tory in the past days I saw that this 
hot weather was bringing prosperity for 
said B. B. Thatcher, division 
manager of the Prudential, who ad- 
dressed a conterence of agents. 

B. F. Hadley, second vice-president 
of the Equitable of Iowa, declared at 
an agency conference of his company 
that Minnesota was at the threshold of 
an era of prosperity such as it has not 
tasted in several years. 


us all,” 





Good Work of Klingman Agency 


The W. W. Klingman agency of the 
Equitable Life of New York at St. 
Paul wrote $11,000,000 in seven weeks. 
As a prelude to a business conference 
at Christmas Lake, Minn., the agents 
wrote $9,000,000 during a  qualifica- 
tion period of six weeks. Immediately 
tollowing this an additional $2,000,000 
was written in a five day drive in an- 
ticipation of the visit of Second Vice- 
President John A. Stevenson to the 
conference. Attendance at the confer- 
ence was contingent on production of 
$36,000 paid for business. About 75 
percent of the members of the agency 
qualified 


Vermillion Agency in Lead 


The Wisconsin agency of Mutual Life 
of New York under the management of 
Gifford T. Vermillion is leading in the 
three-cornered production contest be- 
tween it and the Heifetz and Spaulding 


agencies of Chicago. Mr. Vermillion’s 
agency leads the Heifetz agency by 
$172,000 up to Sept. 1 and leads the 


Spaulding agency by $496,000. Mr. Ver- 
million and his cohorts have set $13,- 
(00,000 for their production for 1927 


and are working strenuously to realize | . 
| other companies did likewise 


this by turning in a production of more 
than a million dollars a month 


Named Assistant Manager 


Frank J. Haight, independent actuary 
with head office in Indianapolis, an- 
nounces the appointment of Thomas M. 
Mott as assistant manager of 
Omaha branch of which A. M. Haight 
is manager. Mr. Mott has had valuable 
experience in actuarial work and com- 
pany organization. He is just complet- 
ing a connection with the Legal Life 
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THOMAS M. MOTT 


Topeka, Kan., where he assisted in 
organization work, acting as secretary, 
treasurer and actuary for a year. Prior 
to that connection he was for 14 months 
assistant actuary of the Liberty Life of 
Topeka, which followed four years in 
actuarial and allied departments of 
Bankers Life of Des Moines 





the 
the 





Make Big Payments 


Several Kansas City companies have 
made large payments to the estate of 
late Irwin R. Kirkwood, editor of 
the Kansas City “Star,” who died re- 
cently. The Sentinel Life paid $52,500, 
the Midland Life paid $28,185 on two 
policies and the National Fidelitv made 


Expect Tax Revision 
Ihe lite insurances which 
had their taxes the Kansas 
public service miay able 
some reductions and work out 
system that will be equitable. 
commission has not announced its 
decision, following the hearings last 
week but it is believed that the com- 
panies will be able to secure some re- 
ductions. The companies contend that 
none of the non-admitted assets should 
be listed for taxation and that only the 
excess reserves should be placed on the 
rolls. 


companies 
raised by 
comnitssion be 


te secure 
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AGENT COMMENTS ON 
ADVERTISING PROPOSAL 


kK. W. Vanderpool of White Hall, IIL, 
one of the agents of the Northwestern 
Mutual Life, comments on the article 
written by E. E. Calkins on advertising 
in the “Atlantic Monthly.” Mr. Van- 
derpool believes in proper insurance ad- 
vertising. He says: 

“IT can see in Mr. Calkins’ plan some- 
thing which is good and will serve to 
more properly educate the public as to 
the value of the institution of life in- 
surance. However, as a selling agency, 
it would be limited. It can only assist 
in bringing the desired action on the 
part of the people. Therefore, to my 
way of thinking, there will never come 
a time when life companies will dis- 
pense of the services of their agents, 
never, because they are an essential fac- 
tor and always will be regardless of 
volume or kind of advertising. 

‘Too, one company would not 
draw all or part of its agents 


with- 
unless 
Com- 
petition would not aliow such, and as 
long as there is competition there will 


be agents After all, if some data 
could be had of those who do and do 
not believe in insurance, the results 


would be very surprising. Nearly every- 
one believes in life insurance, and if the 
people believe in it, the necessity of ad- 
it is a question, although, it 
would, without doubt, be a great bene- 
fit to the solicitor and a new method 
of education for the people in this great 
necessity of life—insurance.” 








Advancement 
Is Not Limited If...... 


During the past ten years the Gem 
City Life has made substantial ad- 
vancement. From a little over $2,000,- 
000 in force ten years ago to over $22,- 





000,000 today. 
ten years What you are interested in most is 
your advancement not ours — yet 


agents of the Gem City Life are the 
ones who have made our record pos- 
sible. 


You can make real advancement by 
affiliation with this company. Our 
advance will then be your advance- 
ment. There is a real agency contract, 
an honest-to-goodness line of partici- 
pating and non-participating life poli- 
cies, accident and health coverages and 
group contracts awaiting you with the 
Gem City. 


If you believe you are qualified for a 
general agency contract we may have 
just the opening you have been look- 
ing for. Write today. 


The Gem City Life 


INSURANCE COMPANY OF DAYTON, OHIO 


I. A. MORRISSETT, 
Vice President 


10 


TIMES 


THE 
INSURANCE 
IN 
FORCE 


| aR 


TERRITORY OPEN 
In Ohio, Michigan, Dis- 
trict of Columbia, West 
Virginia, Georgia, Ala- 





‘*Honestly, It’s the 
Best Policy”’ 


1900-1927 


ATLANTIC LIFE’S 


Leading Producers 


will gather at Chateau Fronte- 
nac, Quebec, in September 1928. 





New Atlantic 


representatives can qualify for 
this wonderful trip on very fa- 
vorable conditions. Are you 
interested P 














Attractive Agency Openings 





ATLANTIC LIFE INSURANCE CO. 
Richmond, Virginia 
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PROVIDENT BUILDING 


Forty Years Old 
This Year 


Such is the Provident. 
Founded in 1887, every 
passing year has contrib- 
uted its rich seasoning of 
experience to the greater 
usefulness of this old, re- 
liable company. 


And Yet— 


today, with an operation 
that is national in scope, 
with more than 250,000 
policyholders and with 
stability, prestige and in- 
fluence firmly established, 
the Provident is forging 
forward with all the vigor 
and vision of eternal youth. 


The PROVIDENT writes 


Ordinary Life Insurance 
and Accident and Health 


Insurance on the Commer- 
cial, Monthly Premium and 
Pay Order Plans. 


General Agency Openings 
in 


lowa 
lliinois 
Indiana 
Ohio 

and 
Pennsylvania 


Write today for particu- 
lars about our liberal 
agency contracts. 


Fel ROVIDENT LIFE 


and ACUDENT INSURANCE 
COMPANY 


of ( hattanooga Tenn 


1S 87 OW IN ITS. 1997 
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IN THE SOUTH AND SOUTHWEST 








WOMAN IS CONTEST WINNER 





Mrs. N. M. Whaley of Pyramid Life 


Given Emblem of “All-Star Sales- 


manship” at Banquet 





LITTLE ROCK, Ark., Sept. 21.— 
Mrs. N. M. Whaley, who sold $109,000 





MRS. N. M. WHALEY 


of paid-for insurance during the six 


| years 





by the Pyramid Life, was awarded the 
Pyramid emblem of “All-Star Sales- 
manship,” at the company’s second an- 
niversary banquet at the Hotel LaFay- 
ctte Friday night. Of the amount sold by 
Mrs. Whaley, $22,500 was placed in 
one family, representing a $2,500 policy 
on each of the nine children of J. B. 
Sturgis, well known lumberman of Cam- 
den. 


Alamo Life’s Progress 


The Alamo Life’s campaign devel- 
oped a keen interest among agencies 
during July and August and resulted in 
$1,005,500.00 of business being produced 
during the 60-day period of the contest. 
With over $3,000,000 of business pro- 
duced for the first eight months of 1927, 
the Alamo Life agencies are endeavor- 
ing to secure enough business during 
September that will make a total for 
1927 during the first nine months in ex- 
cess of the total volume for the year 
1926. 

The Alamo Life is now in its fourth 
year with over $7,000,000 of business in 
iorce. It occupies the unique position 
of being the farthest south of any old 
hue legal reserve company in the United 
States. 


Marrs Succeeds Hopkins 


GALVESTON, TEX., Sept. 22.— 
John W. Hopkins, for the past several 
treasurer of the American Na- 
tional, has resigned to become secretary- 
treasurer of the Security Trust Com- 
pany. James K. Marrs has been named 
treasurer of the American National, it 
is announced by W. L. Moody, IJr., 


weeks campaign which was just closed ! president of the company. 








| PACIFIC COAST AND MOUNTAIN FIELD D | 








CHURCH TAKES OVER STOCK 





Purchases Minority Holdings in Bene- 
ficial Life of Salt Lake City at 
Ratio of 3 for 1 


| 


| 


SALT LAKE CITY, UTAH, Sept. | 
22.—The Mormon Church, or Church | 


of Jesus Christ of Latter- day Saints, has 
arranged to purchase the holdings of 
the minority stockholders of the Bene- 
ficial Life, founded here 22 years ago 
under ve auspices of that church. He- 
ber J. Grant, prominent in the organi- 
zation of the company and an insur- 
ance man by training, who is both presi- 
dent of the insurance company and 
president of the church, has sent a let- 
ter to stockholders, asking them to send 
in their certificates. The company will 
make the transfer Oct. 1 and mail the 
church’s check for the stock at 3 for 1, 
or, $75 for each $25 share, together | 
with the company’s check for the quar- 
terly dividend due Sept. 30. 

The church, it is understood, intends 
to maintain its dividends at 10 per cent, 
so that the income from the minority 
stock will be not more than 3% percent. 





Western States “Ad” Campaign 


A widespread advertising campaign 
utilizing newspaper space in the prin- 
cipal cities in which this company op- 
erates and a comprehensive direct-by- 
mail advertising system, is being 
launched this month by the Western 
States Life. 

Ten pre-approach letters for direct- 
by mail solicitation have been prepared 
for the use of the company’s agents. 
The letters, together with an outline of 
the plan of operation, have been includ- 
ed in a special portfolio for distribution 
to the agency force. Agents are in- 
structed to prepare a list of 25 names, 
indicating with each name the letter that 


| Life at Los Angeles, 


| close. W. B. 


and notifies the agent, who follows up 


with a personal call. 





Fiske to Visit Denver 

DENVER, COLO., Sept. 22.—Haley 
Fiske, president of the Metropolitan 
Life Insurance company will Vis it Den- 
ver Oct. 26 for the company’s triennial 
convention, word received by local of- 
ficials this week said. Following the 
convention here he will go to the Pa- 
cific coast, visiting the company’s prin- 
cipal offices before returning to New 
York. More than 350 agents and rep- 
resentatives are expected to attend the 
Denver convention. A banquet in the 
Brown Palace hotel will bring it to a 
McKenna, local agent, 
is in charge of the convention arrange- 
ments. 


Had Agency Outing 


Manager John Newton Russell, of the 
home office agency of the Pacifié Mutual 
returned from his 


|} recent vacation trip to Hawaii on Sep- 


is most appropriate for each prospect. | 


The home office then mails the letters 


‘portion of the 


tember 16, just in time to attend the 
annual outing of the agency, which was 
held at Glendora Foothills Park, Satur- 
day Under the direction of Associate 
Manager John H. Russell an attractive 
program of picnic sports and recreation 
was provided for the entertainment of 
the members of the fleld and office or- 
ganization of the agency and their fam- 
ilies, including a hot luncheon éarly in 
the forenoon and a wonderful dinner at 
noon, with contests and events to suit 
the taste of everybody. Swimming, base- 
ball, music, tennis and dancing were in- 
dulged in, together with races and games 
The outing was one of the most success- 
ful in the history of the agency and it 
was marked by an unusually large at- 
tendance 


Putting on Big Drive 


In honor of F. E. Beaty, manager of 
the central division of the Occidental 
Life of Los Angeles, embracing the Mon- 
tana, North Dakota, South Dakota, Wy- 
oming, Nebraska and Colorado field, that 
company's 








territory is 
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engaged in a special drive for business 
during the period Aug. 15 to Oct. 1, under 
the direction of Charles J. Turner, agency 
supervisor of the Great Falls office. Mr 
Beaty was transferred to the home office 
a few weeks ago and has moved with 
his family to Los Angeles, but he con- 
tinues in charge of the territory men- 
tioned. He was general manager of the 
State Life of Montana prior to its merger 
with the Occidental in 1924 





ACCIDENT AND HEALTH 














PLANS FOR CONVENTION MADE 


Some Features of the Meeting of In- 
dustrial Insurers Conference 
To Be Held Soon 


The annual convention of the Indus 
trial Insurers Conference will be held 
at the Coronado Hotel, St. Louis, Oct 
19-21. The executive committee will 
holkl a meeting the evening of Oct. 18 
There will be a golf tournament on the 
afternoon of the 19th, and a_ theatre 
party that afternoon for those whe do 
not play golf. In the evening there will 
be a dinner dance at the hotel. ‘The 
golt tournament will be continued the 
next afternoon and there will be a moio 
trip for the non-golfers. A conferencs 
hanquet will be held in the evening. On 
Friday afternoon there will be a bird's 
eve view of the city from the Bell Tek 
phone tower. Dr. Frederick L. Hoff 
man of New York City, internationally 
known as an insurance statstician, will 
speak to the conference on “The Sick 
ness Factor in Modern Industry 

B. L. Tatman, president of the He 
liable Life & Accident of St. Lonis is 
president of the conference, George R 
Kendall, president of the Washington 
Fidelity National of Chicago, vice-pre: 
ident, E. T. Burr, actuary of the Dur 
ham Life of Raleigh, N. C., secretary 
and treasurer. The executive commit 
tee consists of J. R. Leal, secretary, In 
ter-state Life & Accident of Chatta 
nooga, chairman; R. H. Dobbs, vice- 
president Industrial Life & Health of 
Atlanta; G. E. Clarke, president Penin 
sular Casualty of Jacksonville: C. A. 
Craig, president, National Life and Ax 
cident of Nashville; P. M. Estes, gen 
eral counsel, Life and Casualty of Nash 
ville; A. B. Langley, vice- ow 
Carolina Life of Columbia, S. C.: W. | 
Lathrop, secretary, Southern “ite per 
Health of Birmingham, Ala. 


HOLDS ACCIDENT IMPORTANT 





V. D. Burgesser of Aetna Life Tells 
Company’s General Agents Part 
Contract Should Play 


Accident and health insurance and th 
place it occupies in connection with life 
insurance was the subject of an address 
by V. D. Burgesser of the home office 
agency department, Aetna Life, at the 
Biltmore, N. C., Aetna general agents’ 
convention recently. 

_“We in the home office are fully con 
vinced that accident and health insur- 
ance has a proper place in life agencies, 
said Mr. Burgesser. “While differing in 
the details of operation and the prob 
lems of practical conduct, accident and 
health insurance and life insurance are 
virtually similar in their economic pur 
pose. 

Two Lines Better Than One 


“You appreciate that it is much easie1 
to hold the agent by giving him two 
lines of work rather than only one. You 
are continually confronted with the 
problem of financing new men, giving 
them a certain amount of income to live 
on while they are learning the life busi 
ness, keeping them encouraged with the 
possibilities of their salesmanship ard 
continuing the happy frame of m 
which is so necessary in every success- 
ful business man. A number of agencies 
appreciate the value of their accident 
and health franchise in this connection 
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It is evident that a number of other 
agencies are still of the opinion that ac- 
cident and health is a sideline and that 
it is not of fundamental importance in 
building an agency. 

“You will recognize that in building 
your agency it is not simply a matter 
of getting agents, it is a matter of get- 
ting the right kind of agents. And ther 
it is a matter of holding those agents to 
you; binding them with every possible 
means that you can to your organiza- 
tion and to the Aetna organization as a 
whole. You can be aided materially in 
this by educating those men in the acci- 
dent and health business, teaching them 
the value of a substantial renewal in- 
ome year after year and the service 
they can render to their policyholders 
'y complete coverage programs. 

“It has been suggested by some gen- 


eral agents that there is no financial 
profit to them in their accident and | 
health franchise. In each instance we 


have found on reviewing the production 
figures of the agency that the volume 
{ this business was very small com- 
pared to what it should be, and it was 
evident that full advantage was not be- 
ing taken of the possibilities of the ac- 
cident and health franchise. You must 
appreciate that your accident and health 
ontract, like your life general agenc\ 
little value without production. 
You cannot expect to derive accident 
and health profits from the business un 
til you build an accident and health 


s of 


requires 
in 
insur- 


_= account—and that 
continued stimulation and featuri 
your program, along with life 
| ance.” 





New Company Organizing 


Authority to incorporate 
| granted to the Fraternal Protective In- 
surance of Boston, with paid-up capital 
of $100,000. The company will write 
accident and health. Par value of stock 
will be $100. Persons identified with 


the Fraternal Protective Association of | 


| Boston, whose business will be rein- 
;} sured in the new stock company, are 
| the organizers. The directors are: 
Henry K. Billings, Tewksbury, Mass.., 
| president; C. Arthur Peck, Malden, first 
| vice-president; Arthur G. Carver, Au- 
| Billings.” second vice-president; Roger 
Billings, Winchester, secretary; Charles 
M. Nelson, Swampscott, treasurer. 





Kentucky Central’s Silver Jubilee 


The Kentucky Central Life & Accident 
expected to have about 200 representa- 


| tives at the home office Sept. 22, to cele- 


brate the silver anniversary of the es- 
tablishment of the business, formed in 
Louisville Sept. 22, 1902, by Frank J. 
Walker and Thomas O. West. Today the 
company operates in Kentucky, Ohio, In- 
diana, West Virginia, Michigan and 
Pennsylvania Mr. Walker has been | 
president of the concern since it was 


started and Mr. West has been secretary- 


treasurer. 








| NEWS ABOUT LIFE POLICIES _ 


od 








Digest’” and ‘‘Little Gem,” 
PRICE, $4.00 and $2.00 respectively. 





New Policies, Premium Rates, Dividends, Surrender Values, _— all Sipinte in | 
Policy Literature, Rate Books, etc. Supplementing the “Unique Manual- 
Published Annually in May and April respectively. 








HAS NEW ANNUITY CONTRACT 


Connecticut Mutual Life Gives Infor- 
mation on Policy at Educational 
Conference in Chicago 


\ssistant Actuary Leslie Martin of 
the Connecticut Mutual Life, addres- 
<ing the company’s central regional edu- 
cational conference in Chicago last 
week, announced a new contract that 
von expressions of enthusiasm from all 
of the 150 delegates present. The con- 
tract is the company’s new “Guaranteed 
Endowment Annuity,” which combines 
some of the features of the straight an- 
and the straight endow- 


nuity contract 

ment contract, and has no life insur- 
ince feature save that it pays. to a 
beneficiary the amount, plus interest, 
paid in during the first five years, and 


in event of death of the annuitant after 
five years pays on a step-up basis. Rates 
«re unavailable at this writing. 

The contract has—besides the death 
henefit—cash option, disability benefit, 
reinstatement and incontestability fea- 
tures. 

Mr. Martin also announced three new 
disability features in the company *s own 


| sideration by the Great Republic 


field 
of application 
and female risks at 


and is now permitting the writing 
s on this plan on both male 
ages fifteen to forty- 


five, inclusive, in amounts not to exceed 
$2,000 The writing of business of this 
character is at present confined to those 
agents that have heretofore submitted 
not less than ten paid for applications 
accompanied by regular medical exam- 
inations, since their appointment. Where 
| additional policies for amounts in excess 
'of $2.000 are contemplated on the same 
risk, a medical examination is required 


in the first instance The adoption 
the non-medical plan has been under con- 


some time and finally in response to a 


| persistent demand from certain sections 


|; medical factor. 
|} runs 


life contracts: first, waiver from be- 
ginning of disability; second, waiver 
with income, the latter paid for each | 


completed month of disability from date, 
excluding the first two weeks; third, 
waiver. with income, paid for each com- 
pleted ‘month of disability not exclud- 
ing the first two weeks. 

The company’s contract forms have 
been altered in size, shape and color, 
and have been made easier to handle. 

The rate book also has been altered 
in size. It now contains more pages, 
but as the paper uséd is thinner, the 
total thickness of the book is less than 
that of the old book. The type size 
has been enlarged, and the book is now 
more legible. The covers are now flex- 





ible. 
Great Republic Life 
W. H. Savage, vice-president of the 


Great Republic Life, announces that his 
ompany has entered the non-medical 


of the field where it seemed necessary in 
order to meet the competition of other 
companies writing it, the decision was 
made to give the plan a trial 
Midland Life 
The Midland Life of Kansas City cor 


statement regarding its 
Its non-medical business 
between ages 15 and 45. It does 
not accept applications for term insur- 
ance on the non-medical plan. 


rects a 


Policyholders as Assets 


Slightly more than 17 percent of all 
new paid-for business produced by 
Bankers Life of Iowa salesmen in 
August was on the lives of policyholders. 
An aggregate of 330 policyholder ap- 
plications was written during the month 


ior a total of $1,398,450. 


| He 


The C. T. Bell agency of Columbus, 
O., was high among agencies with 19 
policyholder applications. The ranking 
agency in conservation production was 
the DeForest Bowman Chicago agency 
with $98,750. 





DeLutio Goes into Field 


Henry DeLutio, for the past year act- 
ing manager of the agency account di- 
vision in the home office of the Missouri 
State Life, has been appointed a travel- 
ing auditor for the company. Mr. De- 
Lutio has been with the Missouri State 
Life for four years, beginning as an 
assistant cashier in the Newark branch. 
was transferred to St. Louis as 
cashier in 1925 and went into the head 
office the following year. 


has been | 


of | 


Life for | 


non- | 








YOUR OPPORTUNITY 
District Managers—General Agents 
Splendid Inducements 


We've had Twenty Years consistent growth and:are 
now ready for a Broader Expansion Program. 


Home Office Cooperation—Up-to-date Policies. 


Operating in Iowa — Minnesota — So. Dakota — 


Nebraska. 


Write us in confidence to see if our desires and 
Qualifications are Mutual. 


A Clean Record — Ability — and a willingness to 
work hard are the most essential Qualifications. 


Address B- 
THE NATIONAL 





23, c/o 


UNDERWRITER. 














SER VICE CO-OPERATION 


is our plan for the building 
of this Company. 


WE KNOW YOUR PROBLEMS; THEREFORE 
WE CAN MAKE IT PROFITABLE TO YOU 


and 


If you are looking for 
an agency connection 
write 


MODERN LIFE 


INSURANCE COMPANY 


of Minnesota 


St. Paul Minnesota 


Cc. D. MAC LAREN M. A. NATION 


























President Vice President and General Manager 
W. L. MOODY, JR W. L. MOODY, Ill W. J. SHAW 
' President Vice President Secretary 
| SHEARN MOODY T. L. CROSS 


Vice President Vice President 


AMERICAN NATIONAL INSURANCE COMPANY 


HOME OFFICE 

GALVESTON, TEXAS \ 

$423,968,907.00 INSURANCE IN FORCE 
We Have Openings for Live Men in 


California Michigan Tennessee 
Colorado Minnesota Texas 
Georgia Missouri Virginia 
Kansas North Carolina Washington 
Kentucky South Carolina West Virginia 


Liberal First Year and Renewal Commissions 
Up to Date Policies—Non Medical—Group and 
Special Low Premium Plans Offering 
New and Attractive Features. 


If Interested Address 


AMERICAN NATIONAL INSURANCE CO. 
Agency Manager, Ordinary Depart ment 
GALVESTON, TEXAS 
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TWENTY YEARS 


and the 


CONFIDENCE of 
POLICYHOLDERS 


assure 


OUR AGENTS 
THEIR OWN FUTURE 
isSECURE 

Write for 
“FOURTEEN POINTS” 


A. M. Hopkins, Mgr. of Agencies 
PHILADELPHIA LIFE 


INSURANCE COMPANY 


111 North Broad Street 
PHILADELPHIA, PA. 


AMAZING OPENING 


One of the most solid, pro- 
gressive companies writing life 
insurance, offers amazing oppor- 
— for men who are confident 

they possess organizing and sell- 
ing ability. A few of our amazing 
contracts will go to State Agents 
and General Agents who take on 
territory in Missouri, Iowa, South 
Dakota, Illinois: and Minnesota. 
Do not answer this Ad if you can 
not give a guarantee of integrity. 
Recommendations are imperative. 
Give a condensed history of past 
connections in first letter. If pos- 
sible furnish a recent photograph. 
All applications will be treated 
strictly confidential, and contracts 
will be executed personally by the 
President. Address Lock Box 320, 
Lincoln, Nebraska. 
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NEW OFFICERS INSTALLED 


First Fall Meeting of San Francisco 
Association Heard Life Official 
and Banker 


SAN FRANCISCO, CAL., Sept. 21. 
—The first meeting of the San Francisco 
association following the summer vaca- 
tion was held last Tuesday evening in 
the Metropolitan Life building where 
dinner was served to several hundred 
members and guests. A feature of the 
meeting, which was held for the pur- 
pose of formally installing the new of- 
ficers, was the presence of many past 
presidents of the organization. Jay 
Alien Fiske, a former president of the 
association and general agent of the 
Connecticut General, had charge of the 
installation. J. Duryea, general 
agent of the Penn Mutual and a former 
holder of the Heron Trophy which is 
presented each year to the association 
member who has rendered the most 
service to the association, presented the 
trophy to A. Bayley, Jr., of the 
Northwestern Mutual Life. Mr. Bay- 


WHAT’S AHEAD? 








That question is in the mind of every am- 
biticus man. It’s in your mind, 
If the answer does vot satisiy, it will pay you 


to learn the advantages of a life underwriting 


contract with Fidevity. 


Fidelity originated the disability provision the 





double benefit fea ure, and the “Income for Life’ 
plan. It operates in forty states on a full level 
net premium hasi-< wit) mo ha» $70. 0O,0 im 
assets and over %345,*8))#8) insurance tn force. 


Mere than 36,000 direct leads a year 
from Head Office lead service 
THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 
Walter LeMar Talbot, President 











in Ala., At, Dela., 


We have o 
_— inn., N. M., N » Ge 


A Wider Field— 





ome. 8." D- 


Our Agents Have 


An Increased Opportunity 


+ Go. nw Ia, Kans., Md, Mich., 
w. and Wyo. 





Age Limits from 0 to 60. 


terly premium plan. 


Males and Females alike. 


Because we have 


Policies for substantial amounts (up to $5,000) for Children on variety of 
Life and Endowment plans, thus enabling parents to buy all of the 
Family’s insurance on the Ordinary, i. e. Annual, Semi-annual or quar- 


Participating and Non-Participating Policies. 
Same Rates for Males and Females. 
Double Indemnity and Total and Permanent Disability features for 


Standard and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO 


B. R. NUESKE. President 








in life insurance field work. 


success and satisfaction in so doing. 


both men and women. 


Those 


who 


34 NASSAU STREET 





You Who Seek Opportunity 


Opportunity exists always for those who seek success and satisfaction 


During 84 years the first American legal! reserve mutuai life insurance 
company has been served and built to greatness by mer who found both 


This company writes all standard forms of insurance and annuities on 
Age limits 10 to 70. 


contemplate life 
ance field work are invited to apply to 


The Mutual Life Insurance Co. 
of New York 


insur- 


NEW YORK, N. Y. 
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ley, while not an officer during the year, 
is a past president and recently served 
as chairman of the nominating commit- 
tee. He also served during the year on 
several other important committees, 
among them the attendance committee 
of the sales congress. Ernest H. 
Wilkes, vice-president of the Metropoli- 
tan Life, made a short address, followed 
by Louis Ferrari, vice-president and 
counsel of the Bank of Italy, who made 
the principal address of the evening, 


discussing “A Banker’s View of Life 
Insurance.” He dwelt on the invest- 
ment side of the policyholders’ dollar, 


pointing out the important part life in- 
surance funds play in the financial struc- 


ture of the country’s industries. 
James M. Hamill, retiring secretary, 
and Rolla B. Watt, retiring treasurer, 


made their annual reports. 
Forty new members were 
to the organization. 


admitted 


The newly installed officers are: <Ar- 
thur S. Holman, Travelers, president; 
Clark Moore, Western States Life, first 


Clarence W. Peterson, 
Phoenix Mutual, second vice-president; 
Alfred B. Matthews, Jr., Provident Mu- 
tual, secretary; and Emil Newman, 
Equitable of N. Y., treasurer. The new 
executive committee consists of Ottocar 
H. Martinsen, Roy R. Henderson (re- 
tiring president), Gilbert Knudtson, 
Percy Jost, John D. Lively, Alvah 
P. Conklin and Walter G. Eader. 

More than 100 members of the San 
Francisco Life Underwriters’ Associa- 
tion were the guests of the Metropolitan 
Life through Ernest H. Wilkes, vice- 
president. 


vice-president; 


* 


DARBY A. DAY IN CLEVELAND 


Addressed Association Gathering of 
300, Giving an Inspirational 
Sales Talk 


CLEVELAND, O., 
Cleveland association opened its fall 
series of monthly meetings last Friday 
with Darby A. Day, manager of the 
Union Central at Chicago, the speaker 
and guest of honor. Mr. Day selected 
for his topic “Who We Are and Why” 
and in his characteristic, highly inspi- 
rational manner carried along his audi- 


Sept. 21.—The 


ence of 300 to a new realization of their 
dutics and opportunities as life under- 
writers. 

He illustrated his address with num- 
erous incidents from his own experi- 
ence and drove home his points with 
short epigrammatic statements. “Our 


work is secondary to that of no other 
group of men or women in the world,” 
said Mr. Day. “Show me a legal re- 
serve life insurance contract that isn’t 
worth every cent the contract says it is 
and I'll pay you the difference out of 
my own pocket. Of what other invest- 
ment contract can this be said?” 

Mr. Day stated that for a number of 
years he labored under the delusion that 
the application blanks for insurance 
were too long and too technical. How- 
ever he says that he has now come to 
a keen realization that every question in 
an application has a direct bearing on 
the risk and that if every agent would 
be particular to give all of the infor- 
mation he could concerning the appli- 
cant that there would be many less de- 
clinations. 


. ° ‘ 
The fact that underwriters having a 


proper conception of life insurance feel 
that they have no competition was em- 
phasized by Mr. Day, who explained 
that all underwriters were building the 
same structure, and that to sell insur- 


ance in any other manner was a de- 
striictive operation. 
Following his address at Cleveland. 


Mr. Day motored to Akron where he 
addressed the Akron association at a 
dinner meeting. 
* * 
Louisville—The Louisville association 
had an excellent attendance at a noon 





jhe said “The 








| underwriters and se 


meeting Sept. 16. The guest and 
principal speaker was Frederick A. Wal- 
lis, a native Kentuckian, who is man- 
ager for the Fidelity Mutual Life in 
New York City. On Aug. 15 he resigned 
as commissioner of charities and cor- 
rections of New York City, which po- 
sition he had held since 1921. Prior to 
that he was police commissioner of New 
York and commissioner of immigration. 

He was introduced by Judge Murrell 
of the company’s Louisville department. 
McKay Reed, general agent for the 
John Hancock Mutual Life, as pres- 
ident of the association, presided. 

ok 4 * 


Oklahoma City—More than 100 were 
present at the opening of the meet- 
ing of the Oklahoma association, with 


tussell Law, general agent for the 
Northwestern Mutual, presiding, for the 
first time since his election to pres- 
idency. Following an entertaining mu- 
sical skit, provided by members of the 
Oklahoma City Advertising Club, it was 
announced that a school of life insur- 
ance salesmanship had been added to 
the business administration department 
of the Oklahoma City University. Classes 
in this branch will be held every Thurs- 
day night, under the direction of I. G. 
Stimmel. Carol C. Day, chairman of the 
program committee, announced a season's 
program based on an educational basis, 
each one related to the other. 

George L. Willman was selected tu 
tire the opening gun in the educational 
campaign. Mr. Willman, executive with 
Lord & Thomas advertising agency of 
Chicago, emphasized the change in busi- 
ness methods, urging underwriters to 
keep abreast with this progression and 
adapt their selling methods to the pres- 
ent demands, instead of continuing the 
selling means employed by them five or 
ten years ago. 

} * * 

Denver—lInsurance is no longer sold: 
it is prescribed, says Charles A. Tushing- 
ham, educational supervisor of the Prov- 
ident Mutual Life, who was in Denver 
this week on his way from an insurance 
salesmen’s convention in Colorado Springs 
to his Philadelphia home. He addressed 
the banquet of the Colorado association 
“The old life insurance salesman who 
had to hold his toe in the door while he 
pleaded with his prospective customer to 
buy insurance is a thing of the past,” 
modern salesman no 
to tell of the advantages of 
insurance. Virtually everyone is well 
acquainted with them It is up to him 
to tell his customer what is the best kind 
of insuranee for his particular needs and 


longer has 


income For that reason modern insur- 
anee companies are educating their sales 
men 

“Instead of sending a salesman out 
with a rate book and ‘good luck,’ as was 
the case a few years ago, the present- 
day salesman is first trained for several 


months in 
and the 


analyzing his customer's necds 
best way to fill them.” 


Los Angeles— 
by the Los 
by special 


Arrangements were mad: 
Angeles association to receive 
radio returns from the Tun- 


ney-Dempsey fight at the dinner-meeting 
held Thursday. This feature, together 
with a special program of musical num- 


bers under the direction of Pe rey P. Mac- 
Nabb of the Phoenix Mutual and 
thorough discussicn of the subject of 
“Prospecting” by a number of the most 
successful life underwriters in southern 
California, attracted a large attendance 
N. C.—The 
had an _ interesting 
meeting when addresses were heard by 
Charles W. Woods of the Wachovia bank, 
talking on life insurance subjects and 
George W. Fisher, who outlined the 
plans for the observance of “Thrift 
Month” this year in place of “Thrift 
Week” as heretofore observed. Mr 
Woods’ address was particularly inter- 
esting to the insurance men since there 
Was quite an illuminating discussion of 
the present plans in North Carolina for 
a fuller co-operation between the life 
banks. 


Winston-Salem, 
Salem association 


Winston- 


Cleveland, 0O.— The supervisors 
sion of the Cleveland association 
ing Monday discussed the subject, 


aivi- 
meet- 
“Sell- 


ing the New Man the Institution of Life 
Iusurance, the Company and the 
Agency,” in one of the most interesting 
meetings yet held. It was the con- 
sensus of opinion of the supervisors 
present that the picture of selling life 
insurance should not be painted too 
bright, that as much time should be 
spent in eliminating the man unfit for 


life underwriting as in the selection of 
those seeming to have the necessary 
qualifications; that the prospective agent 


(CONTINUED ON PAGER 2) 
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Agent-finding, Sales-training and 
Business Getting Are Discussed by 
Aetna Life General Agency Leaders 


ENERAL agents of the Aetna Lite 


f; from all parts of the country, hold- 
ing their annual conference at Bal- 

ore, N. C., were addressed by lead- 
« general agents on various phases of 
gency and field work. Friend L. Wells, 
veneral agent at Baltimore, talked on 
Developing Quickly an All-Time Or- 


Mr. Wells was called upon 


vanization.” 


early in 1926 to take over the Baltimore 
veneral agency Previous to that he 
ad been superintendent of agents at 
w home office, 
Notable Selectivity 
In Naming of Agents 
Since October, 1926, Mr, Wells and 
s associates have interviewed more 


than 1,400 men who have applied for 
agency contracts. From these only 25 
were selected for Baltimore. A few ad- 
litional contracts were made for out- 
side territory. 

Mr. Wells got in touch with these 
1400 men largely through advertise- 

nts in the “help wanted” columns 

the daily newspapers. He also sent 
tiers to traveling salesmen, whose 


ames he secured from the city directory 
and through their organizations. 
rcularizing was extended to all 
the state, and to 
Letters were 
member of the University 
suevesting life insurance work for any 
ung man just out of college who had 
not vet found the niche into which he 
would fit. Members of the chamber of 
commerce were asked to put the 
gency in touch with young men who 

wht be interested in the work of life 
nsurance. Mr. Wells or his associates 
ranged to speak before the senior 
of the four universities in that 
suggesting a life insurance ca 
to the young undergraduates. They 
followed up all “positions wanted’ 
advertisements in the classified 

newspapers. 


1 
sc hoax | 


all 
sent 


ac- 
to 


ichers m 
untants, also 


very 


asses 


section 
f the 
Facts are Bluntly 

Told Prospective Agents 


\We have probably gotten into a ra 
humdrum and curt way of inter 
new men. We tell them out 
the job is selling life insur- 

strictly commission basis 


er 
ewing 
gent that 


at there is no particular money in lie 
nsurance selling for the first year, but 
he is looking ahead for five or ten 
ears or for a lifetime, that we should 
« glad to go into the matter of a con- 
ection with our office with him. We 
iT cote our educational, supervis 

and prospecting plans for him. The 


generally and necessarily 
telling that he. the prospective 
gent, should be in a position to handle 
s own personal living expenses for at 


erview is 


six-months’ period 


Undesirables Drop Out 
After First Interview 


statement stopes many ¢ 
right there and, 
some definite reason for going 
the interview, terminates it. If 
seems worthwhile he is passed 
he man who has first interviewed 
to one or more of the rest of us, 


1otes are taken regarding him and 


lunt 
Tyviews 


I 
« inte unless 
cre 1s 
with 
ian 
by t 


Club, | 


and g 
This | 


our impression of him. No attempt is 
made to close him on this interview, but 
he is asked to return for a “yon inter- 
view If he does not show enough in- 
eturn, im 
i ne has e 
compare the notes 
and form our opin- 
and on the second 


' , 
real sales 100 


we forget h 
} } t th 





mace, 
him, 
to do 
Money Spent Has 
Brought Good Returns 


“It 


regarding 


ntervic try a 


we have spent quite 
a little money in Baltimore during t! 
short time that we have been here. 
The question is—does it pay? My an- 
swer that it does, because I believe 
a great asset for an agency is to have 
the reputation among its own men, 
among the life insurance men, among 
the general insurance men and the pub- 
lic at large of being the livest organi- | 
zation in the particular community in 
which it located. I believe that we 
have made strides in connection 
during the last half. Men 
like to be with deal with a Ing 
rowing 


true that 


is 


‘ 
1 
i« 


18 


is 
that 
year and a 
and g 
concern.’ 
Financing of Agents 

Discussed by Cropper 


rhe tinancing of 
by General Agent 
Topeka, Kan. Mr. 


agent swas discussed 
O. T. Cropper of 
Cropper said in part: 


“As near as | have been able to as- 
certain from careful inquiry and much 
discussion of this subject, general | 


agents can be broadly classified into two | 
groups, in the matter of financing. Be- 
fore going ahead with this classification 
it might be well to observe that practi- 
cally all experienced general agents will 
agree that there are certain high- grade 
and desirable men that it is almost im- 
possible to bring into the business with 
out system of financing 


some 


Two Classes Regarding 
Advances to Agents 
e lye 

1 one 

aly ad 

tha they 
form, and 

SOM, or 


men from 


divisions mentioned above place 
general agents who go! 
this premise and determine | 
vill in some way, shape or 
in greater or less degree, risk 
their capital in rere new 
the outset. All of them will 
lose some money, some them will 
more than they profit, and others, 
through good judgment and good meth- 
ods. will a little and make a great 
deal. 

“A second group of general agents, 
those who do not go ahead with the 
premise mentioned, will deliberately plan 


1 
Ciass 


with 


»f 
Or 


lose 


lose 


to pass up this type or group of men 
who can only be obtained through fi- 
nancing and will admit in advance that 
they will not get then However, this 
class of general agents reasons that the 
risk is too great for the reward, that 
they would rather take their capital or 
such funds as are available, and con- 
centrate it on making successes out of 
the men who can be obtained without 
advances from the outset 


Tragedy Often Faces 
Agent Who Fails 


“I wonder if we fully realize the trag- 
edy that happens to the individual agent ! 


unless | 
amount | 


| it 


in the event of his failure? Few men 
come into our business with sufficient | 
cash reserve to sustain them longer 


than a few months. If a man is to take 
care of his own financial problem, he 
should have a reserve to sustain him for 


a year, He will sell some business the 
first year, but it will be two full years 
before his income will entirely sustain 
him. This should be told the ‘would- 
be” agent and if he hasn't the amount 
yi reserve necessary, he should either 
be discouraged, or the general agent 
should agree to sce him through \ 
salesman going out to sell with the 
thought in his mind that if he fails t 
secure an application during the day 
his grocer will not be paid or his mis 
cellaneous bills will accumulate, is 

hi yped at the start he prospect 
senses his anxiety and does not buy 
Personally, I think financing of agents 
is a proper function the general 
agent. 


Some Loss, But 
Well Rewarded 


Phe applicant tor an agency should 


be thoroughly investigated He and his 
wife must both be sold on the business 
The wife must fully realize that an un- 
certain income is to replace the salary 
or regular incon ow enjoved He 
must be made to realize that it is a five 
or ten year proposition not one vear 

‘To what extent have I tinanced men 
In going over my records since Jan 
uary 1, 1917, I find that in this time we 
have charged off $1,400 This amount 
is by no means a loss, as renewals and 
conversions would reduce the amount 
materially. During the period men 
tioned the agency has produced $30,- 
000,000 of business, not including group. 
In the aggregate, the advances made 
have been wise investments and have 
produced a substantial profit 
Feels It Duty to 

See New Men Through 

“I have never yet been able to sell 
myself on the idea of persuading a man 
to quit a job in which he has been a 
success and go with us, without assur- 


him through 
art on part 
understanding that 
commissi 
asa fund for 
permanent 
ised me 

used He 


‘ 


ing him that I would sec 
I have had a few men st 
time basis with th 
they were to leave 
my office to be kept 
them when they k 
job. One general agent 
a plan he has successfully 
advanced a monthly 
one-half of the « 
thought was that a 
have a tendency oi 
sleep, whereas if he only 
he would work hard and 
tently to keep up his end 

Another plan suggested was the 
agent have enough to carry him through 


a 


their 1oOns al 
1 
py me 
ft them 
ady 
unt agains 
His 
would 
the agent to 
had one-half 


more consis 


acto 
onmnm 
full advance 
putting 


issions 


six months and at the end of that p« 
riod a monthly advance was give! 
against first commissions and renew als 


“Another plan suggested was that the 
that provides that the general agent 
help an agent get money at the 

when needed. This plan relieves 
mind of the agent and the same time, 
keeps him on his toes to avoid the ne 

cessity of bank loans. If a slump should 
occur in the production of a successful 
agent, or an unusual expense such as 
sickness, etc., I am_ satisfied that a gen- 
eral agent will help the man to get 
money at the bank. For better it 
to help him get the money at the bank 
than to make the loan yourself. He 
pays the bank, but if vou lend it to him, 


will 
bank 


the 


18 





the 
relative.” 


is same as a 


borrowing from 


Stimulating Quality Sales 
Treated by E. H L. Gregory 


Stimulating Quality Production” was 
subject discussed by E. H, Lestock 
Gregory, general agent at San Fran- 
Cal. Mr. Gregory defined “qual- 
ity” production as “business secured by 
the intelligent application of life insur- 
the particular needs of the indi 


the 


cisco, 


1 


vidual instead of the mere selling of 
licies 
“For some years past,” Mr. Gregory 
said, “colleges and agencies have been 


cating agents to practice intelligent 


fe underwriting. As a result there are 
ay in practically every agency some 
few men competent in these matters. 


Intelligent Approach 
Is Basic Essential 


lo intelligently arrange a program 
t lite insurance so that the proposed 
chent will want it, requires more than 
a knowledge of life insurance program 
ming generally It needs an under 


standing of the ideas that different peo 
Ave 


ple as to modes of living, and the 
requirements of their dependents, and 
to appreciate these one must have a 
sympathetic understanding of widely 
different living scales here is a very 
limited number of life underwriters 
vl have this, plus the required life 


nsurance experience for proper pro- 
Chose who have both these 
abilities our really successful men. 
lhe service rendered the public by 
others in an agency is of good, bad, or 
ndifferent character and the smaller 
incomes of these men are a direct re- 
flection of the mediocrity of their serv 


ee 


Ming 
Wil 
are 


Survey Department Is 

Use in California 

iow to secure ‘quality’ production 
from all of the agents in an agency— 


experienced men—new men—men with 
vision and analytical ability and those 
with but little of these qualities, seems 
o me to be the big problem for us to 
solve, and it has puzzled us all from 
time to time for years. 

\We believe that we are now solving 
1is question in a simple and thoroughly 
practical manner in the northern Cali 
ornia agency. Our method appears to 

working splendidly, but of course 
time alone will prove how permanently 
practical our system is. 


Survey Department is 
Basic Unit of Approach 


“In arr system, we have 
established a department in our office 
which we call the survey department 
l function of the survey department 
the insurance for all cases 


iving at our 


} 
rie 


s to program 


for all agents, based upon the informa 
‘ in each case brought us by the 
agent. Our agents no longer carry rat 
woks, sample policies, ete., for their 
soliciting The agent tells his prospect 
he has called to offer the services of 


ur survey department to give him writ 
ten recommendations as to how his ex 
isting insurance should be applied to his 


affairs—also as to the correctness of 
beneficiary clauses—use of dividends, 
ete He impresses the prospect with 
the fact that it is most important to 


arrange his present insurance to apply 
specific needs—probably more im- 
portant than for him to be giving con- 
sideration to the purchase of more in- 


to 
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not made, that they can’t be trained, is | [- —— 
dead. Our training is not compulsory oC 
No man is forced to attend any course, | LOCAL ASSOCIATIONS 
but every possible means is employed | ——__ —_— _— 
to make it attractive for him to at- 
tend.” (CONTINUED FROM PAGE 26) 
Mr. Searles here explained that his who cannot be sold on the idea of an 
for himself 
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(CONT'D FROM PRECEDING PAGE) 
surance, He may have too much or too 
little or just enough. 

“Now we come to the question of sus- 


| tained stimulation of quality production. 


We have gathered a number of letters 
from prominent people in different vo- 
cations highly commending the services 
ol our survey department. 

“We are going through our present 
policyholders, selecting the names of 
those who have $25,000 and upwards of 


life insurance in this or other com- 
panies, according to our records, and 
mailing a few booklets of this kiyd 


cach day, sending an agent one or two 


days after to follow up the call. 


| benefit 
| they 


“This 


dustry 


will establish some 

for our men but 
will come from the fact that 
must practice this method of so 
liciting in calling upon these people as 
it is self-evident that they would ap- 
pear ridiculous in attempting to use any 
other method. 


daily in- 
the principal 


| Results in More 


properly 


Permanent Business 
“All 


authorities have stated that 
programmed life insurance 
with individual policies to be used for 


specific purposes is much more persis- 


| tent than merely policies, not designated 


| income policies is less than others. 


to do any particular thing. Again we 
are told that the lapse rate of monthly 
Of 


| course the great bulk of insurance which 


we place on our system 1s on the 
monthly income plan. This system also 
largely eliminates term or modified life 
insurance and brings about substan- 
tially higher premium income per $1,000. 

“The method is a great saver of time; 
the agent either gets the information 
and examination or he does not, on his 
first interview, and if he does not, he 
Wastes no time by calling on the man 
gain. Our experience shows deliveries 
in about 85 percent of the cases handled 


by survey.” 


Sales-Training Was 

Subject of T. M. Searles 

“Sales Training and Supervision” was 
the subject of T. Mount Searles, gen- 
eral agent at Newark, N. J. “In the dis- 
cussion “Sales Training and Super- 
vision,” said Mr. Searles, “I am going 
to assume that every intelligent, prog- 

general agent realizes not only 
value of training and supervis ion of 
ficld men, but acknowledges also the 
vital necessity of both training and 
supervision, 

‘The first thing to do with a new 
salesman is to obtain his confidence. 
That is not accomplished by asking for 
it. It is accomplished by personal con- 
tact, by understanding, and by a_will- 
ingness to support the salesman in the 
things he does that are right, and to 
correct him in the things he does that 
are wrong. 

“The old idea that salesmen are born, 


ol 


ressive 


the 





training at the beginning is divided into 
two sections, one for beginners and one 
for men with from three to six months 
experience. These classes go in for 
practical discussions of actual cases, 
studying and talking over each phase 
and developing it through short discus- 
sions. The class then votes as to the 
best solution. 

Once a month the classes have actual 
sales demonstrations. These are given 
by four different men in the class, who 
are allowed ten minutes each in which 
to sell the prospect whose case has been 
discussed at a previous session. Mr. 
Searles continued: 


Type of Men to 
Train Is Important 


“Now we come to the important point 
regarding the type of man to train, It 
costs real money to train and educate 
and supervise an agent, and if you ex- 
pect results you have got to raise your 
sights. The estimated cost of educat- 
ing, training and supervising a man in 


the metropolitan territory over a pe- 
riod of two years is approximately $600. 

“No greater fallacy exists than the 
popular belief that all men are born 
equal. Men are born unequal in in- 
tellect, character and skill. It is im- 
possible to make them equal by edu- 
cation. The proper function of educa- 


tion is to improve all men according to 
their several possibilities in ways con- 
sistent with the welfare of all. 


All Men Cannot 

Be Treated Alike 

“One of the great mistakes in most 
training systems is the attempt to treat 


all men alike. This can be done fairly 
well in the teaching of fundamentals, 
but after imparting fundamentals the 
question of training the individual be- 
vins, and each man has to be handled 
separately and individually. 

“Tl am firm in the belief that any sys- 


tem of mass education is doomed to 
failure unless supplemented by close de- 
tail supervision. One of the greatest 
requisites of a successful salesman is 
personality, and this must be developed 
individually and not collectively. 

“A great many general agents seem 
to feel that they can train their men and 
then turn them loose in the field, rely- 
ing upon the training to write the busi- 
ness. If this were the problem of 
building an agency would be very easily 
solved, for we could bring all the men 
to a central filling station and after 
they had taken on their load of knowl- 
edge, we could crank them up and let 
them go. 


Training Is Only 
the Agent’s Foundation 


“It is a sad fact, however, that the 
training merely lays the foundation and 
that the success of the training depends 
absolutely on adequate supervision. It 
requires a large amount of tact, pa- 


So, 


tience and hard work to supervise insur- | 


ance salesmen and get them to the point 
where they can produce business in- 
telligently and regularly without con- 
stant and close supervision. 

“In our agency, each supervisor has a 


definite territory and he visits each 
agent in that territory at least once 
a month, or at such other times as the 
agent calls for assistance. Our super- 


visors will not dig up prospects for an 
agent. They will show the agent how 
to get them, but when the supervisor 
arrives in town the agent must be ready 
to work: if he is not, the 
goes to the next town on his itinerary. 
I might say also that each 
is expected to get a minimum of four 
new full-time men each year.” 





Set Convention Date 


3-6 have been fixed as the dates 


Sept. 
1928 aces convention of the 


for the 


Atlantic Life which is to be held next 
year at the Chateau Frontenac, 


Quebec. 


supervisor | 


supervisor | 


adequate insurance program 


is doomed to failure as a salesman. It 
was also suggested that the job of sell- 
ing life insurance should be made just 


as tangible a thing as possible; that the 
new man at the start perhaps should be 
sent out to sell a single idea. 

The subject for the October 
was announced as “How to Train 
New Agent.” 


meeting 
the 


ok 


Boston—Executive Secretary John I 
Muir of the Boston association believes 
that the life insurance men of Boston 
and vicinity should have a special li 
brary comprising books on that subject 
To that end he has conferred with ofti- 
cials of the Boston public library, and 
beginning this month a limited number 
of books on life insurance subjects will 
be shipped to the association head- 
quarters for the use of the members, 
either to be read in the rooms or to be 
taken out on a card. Mr. Muir desires 
to build up a permanent life insurance 
library in the association headquarters 
and is anxious to secure the fullest co- 
operation of the life insurance fraternity 
to this end. 


Springfield, O.—The first fall meet- 
ing of the Springfield association was 
held Friday. The committee on co- 


operation with trust companies reported 


that it had held a meeting with the 
presidents and trust officers and they 
were working out definite plans of co- 


operation, Plans are now under way to 
prepare several booklets, to be issued by 
the two banks and the life underwriters 
and to be distributed by the members of 
the association and the banks. A com- 
mittee of three was appointed to com- 
pile a list of all licensed agents in Clark 
county, which is to be prepared and 
copies sent to all members of the asso- 
ciation, 
% 
meetings of the 
will epen Oct 7 
the Hotel La Salk 
new manager-direc- 
Association of Life 
present, stopping 
to the annual 
Leon Gilbert 
insurance pro- 


Chicago— The fall 
Chicago association 
with a luncheon at 
Maj. Reger B. Hull, 
tor of the National 
Underwriters, will be 
in Chicago on his way 
convention at Memphis. 
Simon, well known life 
ducer of New York, will be the main 
speaker. Mr. Simon is one of the in- 
structors in the life insurance sales 
course of New York University. 

Mr. Hull's subject will be “Informal 
Insurance Impressions,” and Mr. Simon 
will speak on “Advanced Selling 
Methods.” This will be the first meeting 
under the leadership of S. T. Whatley, 
recently elected president of the Chicago 
association. It was announced that the 
opening fall meeting would contain spe- 
cial features. This is the first time that 
two headliners have appeared at a noon 
luncheon meeting, and preparations 
being made to handle a record attend- 
ance 


are 


* 





meeting 
was held 
president 
of four 
program com- 
included: “The Ethics of Our 
by CC. B. Fitch, “The Ethics 
| of the Ordinary Man in Relation to the 
| Ordinary Man” by Walter Lawyer, “The 
Ethics of the Ordinary Man in Relation 
to the Industrial Man” by R. B. Arm- 
strong, and “The Proper Ethics of Serv- 
ing Policyholders and Selling” by Don © 
Heffles 


dinner 
association 
Kickhoff, 
Short discussions 
by the 


Fort 
of the 
last week 
in charge 
arranged 


Wayne, Ind.—A 
Fort Wayne 
with W. E 


topics, 
| mittee, 
Association” 


H. L. Rosenfeld Gives Luncheon 


Henry L. Rosenfeld, New York man 
ager of the Prudential, who has just re 
turned from a summer spent in Europe. 
| will give a luncheon at the Bankers club 
j next week in honor of the members ot 
| his staff and a number of friends. 








WANTED—EXECUTIVE POSITION OR GENERAL 
AGENCY CONNECTION 


Mar 2 iarried 
life insurance experience 
3 years sveeessful agency 


University education, 4 years 
one year successful selling 
managership and organiz- 
ing expertente in the city, presently employed, de- 
sires executive position or general agency connec- 
tion in Chicago with a progressive life company 
Address 8-96, Cure The National Underwriter. 



































Builders of Business 


An Investment in Wallets 
Will Pay Big Dividends 


If vou have not used Kaufmann Systeman Security 
Holders you have a pleasant surprise awaiting you. 
For Kaufmann wallets will help you build business 
just as it is building business for hundreds of others. 
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The Kaufmann Wallet is the best leather container i Jia. 4 Lae 
on the market designed to provide a place for insur- SOUTHLAND LIFE INSURANCE ima 3 + DANY) 
ance policies, bonds and other valuable papers. | E 5 lakes jp OMPANY 
Until you have used it to deliver those extra policies HOME OFFICE... .. DALLAS. TEXAS pamela aes tate 
you have not made use of the biggest dollar for dollar 
life insurance business builder on the market today. , 
lic saadiedaieeds Meamuaatane eee den HARRY L. SEAY, President 


Some very desirable territory still open in its home State—TEXAS. Exceptional 
Opportunity for the right man in Tennessee, Minnesota, Indiana, Oklahoma, Mississippi, 
California and Missouri. The Southland’s agents receive wholehearted Home Office 
Cooperation For Information Address 


E. L. KAUFMANN 


Room 700, Austin Bldg. 


111 W. Jackson Blvd. Chicago, Ill. LARENCE E. LINZ. Vice Pres. and Treas 
Telephone Wabash 3933 — “DALLAS, TEXAS 


, ge A. by a GD | Over $118,000,000 Insurance in Force 


























How do you play GROWTH 


Insurance? A matter of natural development. 





| EVERY now and then, we hear some “man on the Our Growth has been persistent. 
street” remark that he is “in the life insurance 
game now.” 


WHICH probably means that he doesn’t know 
whether he is going to win or lose, but he is 
willing to pick up a rate book and give it a whirl. 


Our root extends down—not out. 








When certain laudable results are 


AND it surely is a game if all you have is a rate obtained in any line of business, there 
book. must be a reason for them. 

BUT add to it a generous quantity of A‘tna sales You ask what is the reason for our 
helps and Whatley cooperation and you have a success? It is the result of persistent 
life insurance business—a good business. effort—PLUS. If you, Mr. Agent, 

; , are interested e h to wish to kno 

ANY one of our men will tell you that the business ar the he = LUS” implies e 
idea has much greater endurance and is a lot this connection. write me and I'll tell 
more enjoyable than a short-winded frolic. wate. 


A. E. JOHNSON, AGENCY MANAGER 


> tt WHAT L EF 
General Agent for the CHICAGO NATIONAL 
amas site eaelon LIFE INSURANCE CO. 
202 South State Street 


230 S. Clark St. Chicago, IIl. Chicago, Ill. 
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Peoria Life Insurance Company 

















Agency kolks 


We speak of the Peoria 
Life field organization as our 
“Agency Force,” because that 
seems to be the commonly ac- 
cepted term used to describe 
the selling staff of a life in- 
surance company. What is 
really in our minds, however, 
is Jim and George and all the 
rest of the folks who make up 


our “Agency Force.” 


The Peoria Life idea of an 
Agency Force is not a mechan- 
ical contrivance for the auto- 
matic production of life insur- 


ance applications. Our Agency 
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Ioree is composed of folks - 
each one with his own peculiar 
wants, problems, and condi- 


tions of work. 


The Peoria Life and _ its 
agents are partners in busi- 
ness. The Company prospers 
because we work with our 
agents, serve them, help them 
make good. This warm, per- 
sonal attitude of the Peoria 
Life toward its agents, and its 
efforts to serve their individual 
and varied needs as completely 
as possible, is mainly respon- 
sible for the Peoria Life 
Happy Family of Successful 


\gents. 




















PEORIA, ILLINOIS 











